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DUO-SERVICE ax 
Floodlight 


Combination Floodlighting Projector and Diffusing Reflector 


1—Provides uniform general illu- Say 


mination of a ground area, 
while at the same time flood- 
lighting to a higher intensity 
an area or horizontal surface 
within or close to the area of 
general illumination. 


2—Provides uniform general illu- 
mination of a ground area. with 
the simultaneous floodlighting 
of a vertical surface within or 
close to the ground area. 





-Provides uniform general illu- 
mination of a ground area, 
while at the same time flood- 
lighting a horizontal surface at 
some distance from the general 
area. 


of Gasoline Service § | ~ : She Benjamin 
-and Parks, Beaches, Amusemen Diffusing 
Golf Driving Ranges, Archery a yes, Floodlight 
Car Lots "Coal and Material Handlin oe 





An open-type floodlight for 
the lighting of playgrounds 
and other outdoor = areas. 


BENJAMIN ELECTRIC MFG. CO.. 
General Offices and Factory: 
S PLAINES (Chicago Suburb) ILLINOIS 


Divisional Offices and Warehouses: 


lew York Chicago 


San Francisco 


i7vth Street PEEN. Car 118 Bryant Street 





» « SET OWNERS GET 
THE TONE-QUALITY 
THEY WANT...WITH 
EVEREADY RAYTHEON 


Tell your dealers to check up on their 
customers’ radios . . . many of them are 
sure to be struggling along with year-old 
tubes. Worn out or faulty tubes will 
cramp the style of the finest radio set 
they’ve ever sold. Set-owners can always 
hear the difference, with a set of new 
Eveready Raytheons, and see the reason, 
too, in the patented Eveready Raytheon 


Tou 


rT 
Can hear the + ¥ ; Gi 


ifference and 
see the reason 


a improve 
al! sets-Long life 
V 

‘ RE ADy Better reception 

















wigan enterec 


afe me liag tl 


+« TUBES 


4-Pillar construction. That’s the way for 
dealers to sell radio tubes in quantity... 
by demonstrations, with Eveready Ray- 


theons. 

These tubes come in all types, and fit 
the sockets of every standard A.C. and 
battery-operated radio in present use. 
They are a product of National Carbon 
Company, Inc., makers of the famous 

Eveready Layerbilt “B” Batteries. With all 

the resources of this great organization be- 

hind them . . . a world of experience in 

building the finest quality products, and a 

reputation for doing it, national advertising, 

and radio broadcasting. 
Explain to your dealers our special intro- 

ductory sales plan, applying to purchases of 
25, 45 and 200 tubes, respectively. With the 
K-11, 50-tube assortment, they get the beau- 
tiful metal tube-vending cabinet shown on 
this page, free, in addition. There are a host 
of other sales-helps you'll both appreciate. 
For details, write our nearest branch. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Branches: 


Kansas City New York San Francisco 


Chicago 
Unit of Union Carbide ‘ N i Ss s and Carbon Corporation 





Eveready Raytheon 4-Pillar tubes cost 
no more than any other established 
brands. Because of their superior 
quality, therefore, Eveready Raytheons 
offer outstanding value to you and to 
your customers at no extra cost. 
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WE ARE now on 


the last lap of the “Summer 
Sales Prize Contest” and on 
page 41 are listed those manu- 
facturers who are competing 
in the August part. 

As we go to press, the num- 
ber of entries for August 
breaks all records. There are 
a total of 226 jobbers entered 
with the following breakdown: 
Independent jobbers, 189; 
Westinghouse jobbers, 20; 
General Electric jobbers, 17. 
Of the salesmen entered, 1,118 
represent independent whole- 
salers; 156 are Westinghouse 
men, and 134 are General 
Electric. 

The enthusiasm displayed 
this year over the contest is 
proof indeed that sales mana- 
gers and salesmen alike place a 
real value on its effectiveness. 

Salesmen are again warned 
that July cards must be count- 
tersigned by their sales mana- 
gers and sent to the offices of 
THE JoOBBER’S SALESMAN by 
August 20. Similarly August 
cards should be in by Sep- 
tember 20. 

Among the features of the 
September issue will be the 
concluding article by Professor 
Palmer on “Why Jobbers Fail.” 
These articles have aroused 
considerable comment and are 
food for thought to the elec- 
trical wholesaler who does not 
keep his house in order. 

O. Fred Rost, will also con- 
tinue in that issue, his meaty 
discussion on the independ- 
ent wholesaler and his future 
outlook. 
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NATIONAL FLEXSTEEL A. B. C. DOUBLE 
ARMORED CABLE WITH KRAFT ARMOR 
AND ANTI-SHORT BUSHING. 
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OVALFLEX—FLAT A. B.C. ARMORED 
CABLE—WITH KRAFT ARMOR AND ANTI- 
SHORT BUSHING—FOR SURFACE AND 
UNDERPLASTER TWO OR THREE WIRE 
CIRCUITS. 


FLEXSTEEL A. B. C. ARMORED CABLE 
LEAD COVERED—WITH LEAD SHEATH— 
KRAFT ARMOR AND ANTI-SHORT BUSH- 


FLEXSTEEL A. B. C. ARMORED REIN- 
FORCED LAMP CORDS PROTECTED BY 
RUBBER SHEATH—KRAFT ARMOR AND 
ANTI-SHORT BUSHING. 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


A new line of Appleton Unilets 


for use with Steeltubes— 





Threadless Thin 
Wall Conduits 


Illustration of new Unilet, brass ring 
and tightening nut before assembling 


Patent applied for 


Illustration of new Unilet, 
brass ring, and tightening nut with 
Thin Wall Condust firmly connected 


Appleton Engineers have again made an important improve- New Couplings and Connectors 

ment for the use of Steeltubes—Threadless Thin Wall Conduit The new brass ring and tightening nut are also used as 
; , F art of the Coupling in connecting two pieces of Thin 

with Appleton No-Thread Unilets. Wall Conduit (see figure 1); and are used with the Con- 

A new brass sleeve with a tightening nut now quickly and wai Miaices wey: Sy aleleg Fist Weaiat a 

easily fits into the Unilet designed for use with Steeltubes. Coupling as it appears when assembled. 

The brass ring drops into position and the nut tightens the 

ring securely to the Thin Wall Conduit and makes it a vapor- 

proof connection. This is a simple and efficient method—less 

cumbersome in handling and in appearance, and saves time 


and labor in installing. 
(Figure1) 


The opening in the new fitting takes all standard covers and 
receptacles for Rectangular Unilets. 

These new Unilets can be shipped from stock simply by specify- 
ing catalogue numbers applying to the Threaded Unilets and 


adding the letter T. For example, 9002T. Write for information. 
(Figure 2) (Figure 3 


SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U. §. A. 


Standard by Underwriters’ Laboratories in New York—150 Varick St. Los Angeles—340 Azusa St. 
14-inch to 4-inch sizes, inclusive San Francisco—655 Minna St. Seattle—628 Railroad Ave. 
APPLETON Exgctric CoMPANY 


APPLETON nc: 


No-Thread Malleable Genslemes 


Please aed us a copy of New Revised Catalog on Unilets and 


U N I L E T ~ Conduit Fittings, together with prices. 


Reg. U. &. Pat. OF 


For Steeitubes —Threadless Thin Wall Conduit 


Appleton No-Thread Unilets are listed as 











The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 








VA 





August, 1930 


INTIMATE (GLIMPSES 


ec: £-XECV PIV ES 








ROBERTS EMPIRE ELECTRIC COMPANY 


H. F. Retckardt, Secretary. Earl P. Edgley, Asst 


HE Roberts Empire Electric Co., 

Houston, Texas, is a development of the 
old Empire Electrical Supply Co., brought 
about through the purchase of the latter 
concern by J. S. Patterson, L. R. Quinn and 
R. R. Roberts. Messrs. Patterson and 
Quinn had been president and vice-presi- 
dent, respectively, of the Enameled Products 
Co., Pittsburgh, while Mr. Roberts came to 
Houston in 1917 as manager of the South- 
west General Electric Co. This new person- 
nel brought to the re-organized company a 
thorough and varied knowledge of the elec- 
trical wholesaling field as well as an added 
background of merchandising and executive 
experience. 

One of the founders of the old Empire 
firm, Mr. Reichardt, continued with the new 
organization as secretary and still retains 
that position. Mr. Edgley, who now acts as 








Treasurer. R.R. Roberts, President. Henry Albrecht, Manazer 


a treasurer, began with this company as 
assistant secretary and cashier. 

This firm has forged steadily forward, 
handling a full line of electrical material 
and representing a long list of reputable 
manufacturers. Personal attention to serv- 
ice has been a large factor in the success 
and growth of the business. Much time 
and effort are devoted to this end by Henry 
Albrecht, manager, who was for many years 
with Mr. Roberts at the Southwest General 
Electric Co. 

Although the quarters of the company at 
1510 Preston Avenue were spacious and 
conveniently arranged, the business had 
grown to such proportions that more space 
became a necessity. A new building at 1704 
Dowling St., just completed, is now occu- 
pied by the company. 
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BUILDINGS 
MACHINERY 
METHODS 


ANAC 


by . 
from mine to consumer 


PAT. OFF. 


New standards of quality and service 


—and now at MARION, INDIANA, we have what is 
really a brand new mill! 


New buildings, improved machinery, and tried-and-tested 
manufacturing methods make our Marion plant as fine as 
any in the country. 


The successful policies and practices, which made the prod- 
ucts from our PAWTUCKET, RHODE ISLAND mill so ac- 
ceptable, are also in effect at Marion. Now ... in 
two fine, modern plants, strategically located for prompt 
service to the entire industry, we manufacture rubber-cov- 
ered wire and portable cords of the same dependable quality. 


Our Marion mill also makes a complete line 
of Parkway and Varnished Cambric Cable. 


ANACONDA WIRE & CABLE COMPANY 


General Offices: 25 Broadway, New York City 
Chicago Office: 20 North Wacker Drive Building 
Sales Offices in Principal Cities 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Let's Get Together on 
APPLIANCES 


If manufacturers and wholesalers of ap- For some months your edi- 
é - tor has observed in the ma- 
pliances would realize they are partners jor appliance business a trend 
° toward the wholesaler. Where- 
in a common cause, they could solve the as the wholesaler was pretty 
: . 3 ‘ell out of the appliance pic- 

problem of meeting and beating competition Se ae Ge a 


FAVORITE form of entertainment in this in- 

dustry is the gab-game known as “What’s- 

Wrong-with-the-Electrical-Business’’. It is played 

with the mouth, and can be played by anyone, any 

time, anywhere. All that’s required is one or more 
spielers and any number of listeners. 

To an outsider, it would appear that the object of 
the “What’s-Wrong-with-the-Electri- 
cal-Business” game is for the spieler 


ago, indications are that he is 
coming back into it—and com- 
ing back strong. Washing machines, cleaners, ironers 
and ranges are today important factors in many whole- 
salers’ volume. Annual sales of ranges for the entire 
jobbing industry have climbed from about $10,000,000 
to over $33,000,000 within the past five years; wash- 
ing machines from about $8,000,000 to $18,000,000; 
vacuum cleaners from $2,500,000 to $6,500,000; refrig- 
eration from $3,000,000 to 
almost $6,000,000;  ironers 


to prove to his listeners what ails the Just three things from less than $1,000,000 to 


electrical business, but this is not the 


almost $4,500,000. Lumping 


object at all—the real object of the are necessary to these figures together with 


game is for the spieler to prove to 
himself what’s wrong and since he 


win profit on 


those on small appliances we 
find that the household ap- 


starts out by being very sure what’s appliances pliances, exclusive of radio, 
wrong it isn't hard for him to prove represent at present a whole- 
to himself that he’s right. Where- I. A rigid wholesaler sale volume of approximately 
upon he donates to the winner an ex- policy on the part of $88,000,000, which averages 
pensive booby prize, generally a flat manufacturers. pretty close to $100,000 annu- 
pocketbook. : ally for every electrical whole- 
Permit us to say here, parenthet- 2. A fair attitude on the saler in the United States. 
ically, that flat pocketbooks appear to part of the wholesaler This is not small change in 
be very popular in the electrical busi- In recognizing his own any man’s currency. 
ness. While other industries favor the limitations. The question is, what, if 


fat and bulging type of coin container, 
we seem to like ours thin, svelte, with 3: 


The elimination of 


anything, can we do to in- 
crease it? 


the minimum of internal padding. “what's wrong with the Inquiry among a large num- 
This peculiarity in taste is undoubt- electrical business” ber of jobbers reveals a gen- 
edly the result of our mania for tell- conversation and the eral interest in appliances. 
ing and selling ourselves on “What’s- substitution of ‘‘what Some, of course, have not the 














Wrong-with-the-Electrical-Business”’. is there 1n it for me.”’ set-up to handle this class of 





— 
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inerchandise, others 
are still unconvinced 
that it can be handled 
to advantage, but the 
general consensus 
seems to coincide with 
the sales trend. 
There’s business to be 
had and money to be 
made in appliances, 
only —and here we 
get a new and doleful 
earful of ‘“What’s- 
Wrong-with-the-Elec- 
trical-Business’”. We 
hear that the manu- 
facturers have wabbly 
policies toward the 
wholesaler, that their 
prices are whatever 
you can beat ‘em 
down to, that they sneak into the territory consignments 
of identical products under different trade names, that 
they sell to retailers at the wholesale price, that they 
rape the territory with their own specialty crews, and 
so on. 

Carrying the inquiry to the manufacturers we get 
the same old electrical transcription, with gestures. 
“\WWhat’s-Wrong-with-the-Electrical-Business” is the 
theme song, and to hear them tell it there’s plenty 


wrong. We won't go into details. 


Now it seems to us that any class of merchandise 
that represents pretty close to a $100,000 annual turn- 


over for every wholesaler in this country is merchan- 
dise that ought to have a little sales sense applied to its 
We have an opportunity here for volume 
Hence we rise to urge the industry, both 
wholesalers and manufacturers, to tune out on the 
“What’s- Wrong-with-the-Electrical- Business” broadcast 
and twirl their dials to station IC A $. We urge you 
to change the style of your pocketbooks from flat to 
fat. It’s just a matter of taking out the ’ell. 

The first step is for both the manufac- 
turers and wholesalers to realize that they 
are partners. In the present state of mer- 
cantile development the manufacturer doesn’t 
sell to a wholesaler; the wholesaler doesn’t 
buy. On the contrary, the manufacturer util- 
izes the wholesaler as a distributing agency, 
and together they must solve the problem of 
how to meet and beat the competition. 


distribution. 
and profits. 


The tremendous advantage enjoyed by the 
so-called “chain jobbers” rests upon this atti- 
tude of mutuality—the supplier and dis- 
tributor are not antagonists, they are allies. 
The factory and wholesaler are not battling 
toe to toe to see how much each can get out 
of the other; they are battling shoulder to 
shoulder to see how much they can both get 
out of the territory. 

Any manufacturer who bases his sales 
policy upon this simple formula of mutuality 
can be assured of competent wholesale distri- 
bution; any wholesaler who adopts it can be 


> 


Ss 


O. H. Epple, general sales manager, left, and H. C. 
Bennett, fixture manager of the Spence Electric Store, 
Altoona, Pa., standing before part of an electric clock 
display which is about to decorate the store window. 


sure of the support and 
margins he craves from his 
manufacturers. 

It seems to us that both 
partners in such an ar- 
rangement should more 
clearly understand each 
other’s problems. For ex- 
ample, the manufacturer of 
a vacuum cleaner or other 
appliance in this class can- 
not sell his product to 
house-to-house specialty 
outlets through a _ whole- 
saler for the reason that the 
man-power organizations 
require the maximum mar- 
gin for their method of sell- 
ing. If they are desirable 
outlets they dispose of 
greater tonnage than the 
average wholesaler ; their selling expense is higher than 
that of the wholesaler and retailer combined, and either 
they must have the maximum discount or they cannot 
operate. Similarly, the manufacturer cannot hope 
through the wholesaler to get any volume on such appli- 
ances as the germ-proofing or purifier type of cleaner 
because neither the wholesaler’s own men nor the aver- 
age dealer to whom the wholesaler sells can properly 
demonstrate these highly specialized appliances. 

Here, then, is a type of machine and a class of trade 
which the manufacturer must exclude from his whole- 
sale arrangement in any territory, yet when you come 
to examine the facts of the matter, these exceptions do 
not in any appreciable degree lessen the wholesaler’s 
proper market or disturb his normal trade. His natural 
outlets are not specialty organizations but are dealers 
who handle machines of popular price and in relatively 
small volume, and his proper cleaner is not a “trick” 
machine but is one of standard type which has wide 
popular acceptance and can be sold at retail over the 
counter by any inept clerk. 


But while the wholesaler must (Turn to page 78) 


E. B. Latham & Co., of New York, have a “dummy” store front 
within their own show window. This not only provides a good 
display for small articles but serves as a model for the dealer 
customers of the firm who want suggestions for their own window 


trims. The windows are dressed every two weeks. 
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Closer Contact Keeps 


CUSTOMERS 


ness is valuable, you cannot afford to allow a cus- 

tomer to grow cold and place even a small proportion 
of his business elsewhere if you can possibly avoid it. 
And the one way to avoid it or, positively expressed, 
to insure you get all the business that should come your 
way, is to maintain the closest contact with each 
customer. 

No matter how good business or how well the gen- 
eral level of trade is keeping up, it is bad business 
policy if you are not in possession of the details of 
every customer’s accounts, so that by closer contact, 
you can insure that not one falls behind. 


To carry out this plan, an accounting concern set up 
what might be called a contact plan for one of its clients. 
Before this so-called contact plan was put into opera- 
tion, whenever it was desired to know how much busi- 
ness any customer was giving over a specific period of 
time, it was necessary to go to the ledger account and 
spend quite some time before eventually working it out. 
The same source was also used to tell how often a cus- 
tomer bought and whether he bought more or less this 
year than last. But to get the information in this way 


[: THESE days when every penny’s worth of busi- 


was slow and tedious work. As a consequence, after a 
while, no one took the trouble to delve into such data. 
Of course, the daily orders of salesmen were always 
watched carefully, but this was an uncertain manner 
of keeping a check on any particular customer or 
salesman. 


BU YING 


By J. J. BERLINER 


Senior Member, National Accounting Systems 


So that in the future it would be a simple matter to 
know just how much business was done with each cus- 
tomer, a list was compiled of each customer. Each 
customer was listed on a card of standard size to fit into 
an index file. From the ledger accounts, the total 
amount of each customer’s purchases by the year to 
date, going back far enough to give one a fair idea 
of how the customer had been buying, was entered on 
each card. 


After the names of all the customers had thus been 
listed, it became more evident that it had really been 
impossible for the salesmen to produce the maximum 
amount of business from each customer, for the simple 
reason that they had not had efficient contact. They 
had not been able to get around to see their customers 
often enough. Accordingly, when the number of cus- 
tomers allotted to some of the salesmen were reduced, 
sales in almost every instance increased. 


The customers cards are filed in 
alphabetical order under the name 








of the salesman who calls upon 







































































Pee Cia them. Each card gives at the top 
| dileie  Sa chub the name, the address, class of busi- 
ness, name of buyer, credit rating, 
oe BES ne im... ibe 
and other information necessary or 

1019 | 1990 | 1921 | 1922 | 1998 Follow-Up desirable concerning the customer. 
Po : | Colt | ewer] Subject | Code | Cat | Letter | Sobject | Code Next, in parallel columns, are the 
% . sales volume of that customer, in 

1024 | 1928 | 1906 | 1927 | 1928 yearly totals, from 1919 to 1923 
Sauiey : inclusive, and the percentage of in- 
Fencuney crease or decrease over the previous 
March 3 year. 
Aprit In parallel columns below this 
May the volume of the customer’s pur- 
June chases by the month is shown, for 
July : 1924, 1925, 1926, 1927, and to date 
August of course, the monthly purchases 
December are totalled each year. 














BUSINESS EACH CUSTOMER IS TAKING. 





__ BY MEANS OF THIS SIMPLE CARD RECORD, EASY AND ACCURATE CHECK 1S KEPT ON HOW MUCH 


Half of the front of the card and 
the entire back are ruled closely and 
headed for use in listing calls made 

(Turn to page 77) 








AUGUST, 19380 














What Price 
INDEPENDENCE 


to the Electrical Wholesaler 


By O. FRED ROST 


Wein the electrical industry have wit- 
nessed during recent years a tremendous 
realignment of manufacturers and their 


The independent 
wholesaler 1s asking quite rightfully how 


distributing agencies. 


he fits into the picture 


flected in a state of “exemption from reliance on, 
or control by others.”” Also anyone who directs his 
own affairs without interference can consider himself 


[ reste in sate according to Webster, is re- 


independent. 

Obviously the term is relative, and the state of exist- 
ence that it describes is one that is neither unassailable 
nor perpetual. Consequently it may be expected to con- 
tinue in full force and effect only so long as it is suc- 
cessfully defended against all attacks no matter from 
where they might originate. 

We are living in an age of intense competition, a 
period of what seems at times like an almost revolution- 
ary realignment of industries. Many habits, traditions, 
trade customs, precedents have been 
thrown into the discard, sometimes 
gently, often with frank brutality, 
thus simply adding to an already long 
list of victims of the modern demand 
for greater speed with less waste. 

In so far as the independent whole- 
saler is concerned—here is the one 
point that he must learn to realize 
and impress upon his mind indelibly : 
that neither the business world as a 
whole, nor the electrical industry in 
particular, owes him one ounce of 
support toward the defense of his 
independence. It is he himself and 
he alone, who through and by his own 
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performance, can hope to maintain 
successfully that business independ- 
ence, and possibly with it his very 
existence in business. 

Of course, there will be many to 
whom this statement will sound too 
broad, too emphatic, perhaps like an 
attempt at dramatics, but, unfortu- 
nately, it is no more nor less than 
the truth, and facts in support of it 
are not lacking. 

For example, the 
wholesaling shoes was considered 
quite profitable not so many years ago. Practically 
100% of the shoe business of the country was done 
through jobbers. Some manufacturers started to open 
their own retail stores. In those stores they did noth- 
ing that an independent dealer could not have been 
taught to do. But those wholesalers did little, if any- 
thing, to defend their position and their independence. 
Manufacturer-to-consumer and manufacturer-to-retailer 


business of 
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selling, grew to such an extent that as a result trade 
practices changed most radically, and today less than 
15% of the shoe business goes through wholesale. As 
a factor in business he has passed out of the picture 
because of his failure to fight for his place by keeping 
himself and his market, the retailers, in step with the 
changing habits of the public. 

Similarly the wholesaler has lost his opportunity in 
the clothing business, where his elimination is practically 
completed, while there are several other industries in 
which his demise is not as yet quite so evident, but ap- 
pears to.be, nevertheless, inevitable. 

In the light of these facts there can be no question 
but what the independent wholesaler in the electrical 
industry must maintain an ever alert militant, continu- 
ous and intelligent defense. This should find expression 
in an ever increasing efficiency and economy of opera- 
tion, as well as carefully planned and aggressive culti- 
vation of his markets. 

It must be borne in mind that the term wholesaler 
actually applies to an agency which performs a certain 
number of functions that are to a greater or lesser de- 
gree indispensable in the process of getting electrical 
goods from the manufacturer to the ultimate user. That 
being the case, he can justify his existence as an eco- 
nomic necessity only so long as he performs those func- 
tions with at least as much effectiveness and economy 
as could some other agency. Just as soon as his ineffi- 
ciency, wastefulness, possibly his greediness, imposes 








influence, 

wholesalers have built up in their own imagination 

the existence of a gigantic competitor who threatens 
to devour them.” 


“As a result of concentration of many 
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an unreasonable burden upon the system, just so soon 
will the economic pressure of the intensive competition 
of our present day proceed toward his elimination. 

The independent electrical wholesaler who is in busi- 
ness today may well be thankful that substantially the 
functions that he performs are indispensable in the dis- 
tributing process of the material involved. While there 
are certain major appliances that can be effectively dis- 
tributed direct from manufacturer to retailer, the bulk 
of his business in the future will involve the same type 
and class of material that constituted the major part of 
his volume in the past. 

We in the electrical industry have witnessed during 
recent years a tremendous realignment of manufacturers 
and their distributing agencies. The independent whole- 
saler is quite rightfully asking the question as to how 
he fits into the new set-up and how and from where he 
is going to get the business necessary to his existence. 
Also, as a result of this concentration of influence, many 
wholesalers have built up in their own imagination the 
existence of a gigantic competitor who threatens to 
devour them. Many of them have seemingly lapsed 
into a state of mental paralysis and while so afflicted 
have failed utterly to defend their independence by the 
intelligent use of the means that are always at their 
disposal. 

In order to remove the shadow of that giant com- 
petitor from the minds of those who are worrying over 
it, I have prepared the following analysis: 

The total gross sales of, electrical material and appli- 
ances of every description amounted to approximately 
$2,695,000,000 in 1929. During that same year the 
total gross sales of the three companies that have na- 
tional chains of wholesale electrical houses amounted to 
$717,700,000. It must be borne in mind that in this total 
are included all the manufactured products of those 
companies, such as railway, marine and generating 
equipment. Yet with all those items included the total 
billings of those three companies amounted to only 
26.6% of the total business of the country. In other 
words, of every $4 worth of electrical goods manufac- 
tured and sold, the three large units accounted for only 
$1 and the independents for $3. 

A further breakdown of the figures shows the follow- 
ing division: 


Independent production .......... 73.4% 
General Electrical Company....... 15.4% 
Westinghouse Electric & Mfg. Co.. 8.0% 
Graybar Electric Company........ 3.2% 


In connection with these figures, it will be interesting 
to those who believe that only the electrical wholesaling 
industry has a certain type of mass competition, to state 
that in the food industry, for instance, just one concern, 
The Great Atlantic & Pacific Tea Co., does an annual 
business that is two and one-half times greater than 
that of the General Electric Co., or well over one billion 
dollars. That great company not merely retails such 
a vast volume of goods, but it performs its own whole- 
saling and does much of its own “manufacturing,” such 
as growing oranges, canning fish, fruits, vegetables, bak- 
ing bread, and so forth. 

Yet the existence of this large organization has 
eliminated neither the independent food wholesalers nor 
the retailers, expecting, of (Continued on page 80) 
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Jobbers AIL 


By JAMES L. PALMER 


Associate Professor of Marketing, University of Chicago 





in name. As a result 





lem of a jobber is to select such a com- 

bination of salable lines of merchandise 
as will produce a maximum net profit. In 
making his selection the jobber can concen- 
trate upon well established lines, in which 
case he can usually obtain a high turnover, 
and will usually realize only a moderate 
gross margin. Or the jobber can take on 
unknown lines, usually securing a higher 
margin, but also usually resulting in slow 
turnover, high sales cost and more or less 
unsalable merchandise. The most common 
mistakes made by jobbers in the selection of 
merchandise appear to me to be the follow- 
ing: 

(1) Failure to stick to lines of proved 
marketability. The temptation is always 
present to take on new lines, or lines which 
have little or no reputation, often because 
of the possibility of getting more attractive 
discounts than can be obtained on estab- 
lished lines. The jobber often seems to lose 
sight of the fact that gross margin of itself 


| PRESUME that the main buying prob- 


In this, the second of a series 
of articles on ‘‘ Why Jobbers 
Fail,” Professor Palmer 
discusses the following fac- 
tors: Poor judgment in the 


selection of merchandise;  ;. 
financial and price policies, 
and outside developments. 


[t is well to bear in mind 
that these articles are not 
based on the application of 
theory to practice, but are 
the result of case studies 
made of electrical whole- its. 

salers who have failed. 


stock investment is 
multiplied, turnover is 
slowed up and the 
good will of suppliers 
is lost. It can proba- 
bly be conceded that a 
certain amount of 
paralleling of stocks 
necessary in the 
electrical business. It 
is the unqualified 
opinion of many per- 
sons in the trade, how- 
ever, that the practice 
is carried much too 
far by many jobbers, 
and that the substitu- 
tion of a little real 
salesmanship would 
increase jobber prof- 


(4) Accumulation 
of obsolete stocks. 





This results, of 





is of no significance. A well established, 
fast selling brand sold on a 15% margin 
may produce more net profit than an un- 
known brand sold on a 25% margin when all cost 
factors are taken into consideration. 

(2) Failure to stick to lines which are aggressively 
merchandised by suppliers. Again it should be noted 
that even on two well known competitive brands the dis- 
counts or terins offered the jobber do not tell the whole 
One supplier may have a far better advertising 
and selling organization with which to support the job- 
ber than the other. One may be willing to spend con- 
siderable money promoting his line to the jobber’s trade 
while the other may expect the jobber to do this work 
himself. 

(3) Stocking of any line for which there is any ap- 
preciable demand in the trade. As I have previously 
pointed out, many jobbers seem to regard themselves as 
buyers for the trade rather than sales organizations. As 
a consequence they stock every brand the trade calls for, 
even when one brand is exactly like every other except 


story. 
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course, from numer- 

ous causes. Among 
them are the failure to stick to staple products of estab- 
lished demand, unnecessary paralleling of lines, willing- 
ness to stock new products of questionable marketability, 
ineffective stock contral, changes in demand or the 
bringing out of new models. Most of these factors are 
within the control of the jobber, though some are not. 
Obsolescence costs can be kept at a minimum only by 
buying with attention focused on salability and by 
watching stocks closely so that dying items can be dis- 
posed of before they expire. 

Every jobber is, of course, free to run his own busi- 
ness as he sees fit. If he chooses he may stock anything 
for which there is a demand or anything for which he 
thinks there will be a demand. On the other hand, he 
may regard himself as the distributor of a certain num- 
ber of well established, well merchandised brands of 
reputable and aggressive manufacturers with whom he 
ties up closely. While I recognize the fact that the 
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paralleling of lines is common practice, and the further 
fact that jobbers often regard manufacturers as friendly 
enemies at best, it is nevertheless quite arguable that th 
better strategy is to cooperate in the fullest degree with 
a relatively small number of well established suppliers, 
at least on specialties. The choice of the jobber seems 
to lie between two alternatives as far as suppliers are 
concerned. He may do a first-rate job of cooperating 
with a small number, or he may do an indifferent and 
perfunctory job of serving a larger number. Which 
alternative will produce the larger profits remains for 
him to decide. 

The fact is that there is at present a very noticeable 
tendency in many trades towards more highly integrated 
and better coordinated marketing. Manufacturers, job- 
bers and retailers are 
getting together, and 
are giving up the idea L 
that their interests n 
run in different chan- 
nels. In this way they 
are building distribu- 
tive organizations 
which work smoothly 
and without grinding 
of gears. We see this 
clearly in retail chain 
organizations which 
control their own 
warehouses and do 
some of their own 
manufacturing. We 
see it in less degree 
among voluntary re- 
tail chains sponsored 
by jobbers. In the 
electrical field we see 
it in the chain jobber 
controlled by manu- 
facturing interests. 
These interests have 
obtained assured dis- 
tribution and can 
within reasonable lim- 
its count upon sales 
cooperation from 
their jobbing units. 
How is the independent manufacturer going to compete 
with them unless he can secure a comparable degree of 
support from independent jobbers? 


Financial and Price Policies 


(1) Inadequate capital. The opinion is widely held 
among the better established jobbers and manufacturers 
that many jobbers are inadequately financed. Specific- 
ally this means they do not have enough capital of their 
own and are prone to rely too heavily upon the credit of 
suppliers. Goods are bought on credit and paid for 
when sold, in which case the manufacturer is really 
carrying the jobbers as far as working capital require- 
ments are concerned. This system may work out satis- 
factorily while business conditions are good, but when 
inventories and receivables freeze up, as they have in 
recent months, the jobber may suddenly find himself 
dealing with a creditor’s committee. I do not know 
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article, Professor Palmer 
will cover the most impor- 
tant reason why jobbers 
fail and that reason ts 
** Management Factors.’’ 


Some may not approve of 
his criticism on this partic- 
ular subject, others may 
feel that the Professor has 
over-emphasized the short- 
comings of the wholesaler. 
In any event, all will en- 
joy reading his side of the 
story. Watch for it in the 
September issue. 





what a jobber’s balance sheet ratios ought to be, but 
would suggest that individual jobbers might learn a good 
deal about their own position if they compared it with 
those of some of their competitors. This could easily 
be done by releasing operating ratios to some independ- 
ent agency which could be trusted with confidential data. 
The results obtained would probably be highly illumi- 
nating to some jobbers. 

(2) Too liberal credit terms and lax credit standards. 
In a highly competitive market jobbers naturally stretch 
credit terms in order to get business. When hard pressed 
for volume they also sell accounts of dubious rating. 
From such facts as I have been able to obtain, neither 
practice is uncommon in the electrical trade. More rigid 
adherence to conservative standards and more careful 
selection of credit risks are needed. 
It is difficult, if not out of the question, 
for any individual jobber to ac- 
complish much in either respect as 
long as his competitors, in their 
anxiety for business, are playing fast 
and loose. Collective action alone will 
solve the problem. 

(3) Excessive price cutting. This 
practice is obviously prevalent among 
electrical supply jobbers. It often 
takes extreme forms, the salesman 
being given more or less complete 
authority on matters of price. The 
condition is an inevitable outgrowth 
of chaotic competitive conditions in an 
industry whose members are unable to 
set their house in order. There is only 
one remedy, and you are as familiar 
with it as I. 


his next 


Outside Developments 


The troubles of jobbers may, of 
course, be explained in part by devel- 
opments or conditions over which they 
have no control. Among these are the 
following : 

(1) The growth of retail chains 
which have built up a considerable vol- 
ume of business in appliances and cer- 
tain supplies. 

(2) The entry of power companies 
into the manufacture of appliances. 

(3) The growth of chain jobbers which are finan- 
cially strong and ably managed, and which are controlled 
by leading manufacturers. 

(4) The practice of manufacturers of giving secret 
rebates to these chains—a practice not universal but 
quite common. Members of the trade seem to feel that 
there is no economic justification for these rebates. 

(5) The tendency to sell large buyers direct, thus 
reducing the volume moving through jobbers. 

(6) Chaotic trade conditions, resulting from the fact 
that there are too many wholesalers who do not adhere 
to sensible and fair business practices, and who will not 
cooperate to introduce greater stability into the market. 

All of these factors have undoubtedly affected ad- 
versely the status of the independent jobber. On the 
whole very little can be done about them. Retail chains 
will undoubtedly continue to grow = =(Turn to page 67) 
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()ur first year im 


LITTLE over a year ago we took 
on a line of radios in addition to 


our fixture and supply business. As 
with any other concern that takes on a 
new product we made our mistakes. How- 
ever, the experience taught us a few 
things which I believe will be invaluable 
to us in the future. 

In the beginning we looked for business 
from our old customers to whom we had 
been selling electrical supplies. We rea- 
soned that here was a potential market 
where our established good will would be 
of considerable help in getting 
business. This proved to be cor- 
rect, but nevertheless it lead to 
a very unsatisfactory situation. 

For instance, there was one 
supply customer who paid _ his 
bills regularly as long as we sold 
him only electricalsupplies. Then 
our Salesman induced him to 
take on radio. He was new at 
this business and naturally he 
made mistakes. He did sell quite 
a number of radios, but to our 
sorrow we found that the more 
he sold the more money he owed 
us, On past due accounts. 

In an effort to keep down his 
bills he began to reduce his pur- 
chases of electrical supplies. 


Above is Shown N. C. Goldman, and at the Lower 


RADIO 


By N. C. GoLpMAN 


President, Commercial Electric Company, Toledo, Ohio 


After a year’s experience, we feel there is an 

excellent opportunity for the electrical jobber to 

reduce overhead and increase volume by taking 

on radio if he carefully studies conditions in 
advance 


Eventually he stopped buying from us 
altogether. Finally we had a heart to 
heart talk. The result was that he 
shipped back his stock of radios and con- 
centrated on his other business. Then 
he began buying again and his account 
was soon on a Satisfactory basis once 
more. 

We had a number of experiences of 
this order and the result was a change 
in our selling policy. Hereafter we will 
refrain from offering radio to the aver- 
age electrical supply customer. 

In the future radio accounts will be 
solicited from dealers who are already in 
the radio field. We want dealers who 
understand the problems of the business 
and who are prepared to handle the large 
amount of credit involved. 

Furniture dealers are another group 
whom we expect to use as dealers. They 

are usually well financed and have a sales force accus- 
tomed to making sales in the price range of radio. In 
this way we expect to materially increase our radio 
volume with no loss of our supply business. 

From the start we have favored using separate sales 
forces for radio. We expect to do an outstanding selling 
job for the line which we have recently taken on and 
it cannot be done by men who must give their time to 
several thousand other items as well. 

Radio is specialized merchandise that requires con- 
siderable technical training, and while our supply sales- 
men are good in their line it is not reasonable to expect 
them to be experts on two lines so radically different 
in price range and buying appeal. 

Another angle of this situation is that selling radio 
tends to demoralize a good supply salesman. When a 


Left a Corner of the Radio Service Department. man begins to sell a product that (Turn to page 78) 
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a doer than a critic. 


Says Bruce Barton 


U NDER the glass top of the desk of an interesting 
New Yorker I saw a bit of white paper with 
these words: 

“The dog barks, but the caravan passes on.” 

Taken in connection with the man’s character and 
career, the sentence is revealing. 

He has been barked at plenty, but he has proceeded. 
He has done his work, built a great enterprise, created 
employment for thousands of people. The barking long 
since became faint and very far behind. 

The First National Bank of New York is presided 
over by a white whiskered gentleman of more than 
eighty, named George F. Baker. When his name gets 
into the newspapers it is usually because some stock 
in which he is known to hold a large and permanent 
interest has advanced a hundred points a week and 
added several million dollars to his fortune. 

A friend of mine visited the bank on business, and 
came back with this sentence: 

“The vision to see them; the courage to buy them; 
the patience to hold them.” | 

Whether it came from Mr. Baker or not, it is his 
philosophy, and the secret of his fortune. 

In Boston there is another old man, perhaps the 
most unselfish human being I have ever known. His 
whole life has been devoted to service to the city’s 
poor, and the look in his eyes is a benediction. I asked 
him once whether he is worried about the future. “You 


MOTTOES 


**Tf you are going to do any- 
thing you must expect critt- 
cism. But it’s better to be 
The 
doer moves; the critic stands 
still, and 1s passed by”’ 





Harris & Ewing 





give away all you earn,” I said. “What will 
live on when you are too old to work?” 
For answer he pulled a slip of paper out of his 


pocketbook, and passed it over to me. 


you 


“Trust in the Lord and do good. So shalt thou dwell 
in the land, and verily thou shalt be fed.” 

That, he said, is a promissory note from the Owner 
of the Universe. On that promise he has lived for sev- 
enty years, and he has confidence that it will continue 
to be good. 

Each of these three men has continued in the world 
a long time, and paid a price for experience. Each is 
quite different from the others. Yet, from their three 
mottoes one might evolve something in the way of a 
philosophy. 


“If you are going to do anything you must expect 


criticism. But it’s better to be a doer than a critic. The 
doer moves; the critic stands still, and is passed by. 
1 OU must believe in something—in yourself, in 


the country, in God. You must have courage to 
back that belief with your money and your life, and 
patience to wait for fulfillment.” 

This is old stuff, you say. And I answer that every- 
thing important is old stuff. Love is old stuff. Building 
a home is old stuff. Becoming a father is old stuff. 

But all old things become thrillingly new as each man 
discovers them for himself. 


© McClure Newspaper Syndicate 
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MEN 


This is number 123 in our 
rr of sketches of prominent 


wholesalers 


You Should Know 


A. E. DURIN 


Secretary-Treasurer, Terry-Durin Co., 


Cedar Rapids, La. 


LANKED right and left by a colorful gallery of 
% several hundred, two golfers neared the eighteenth 

green, which, barring a tie, would mean the city 
championship for one or the other. The score was all 
even as to both strokes and holes, and both their second 
shots had landed in trouble of a similar nature, within 
50 yards of the flag. The player on the left was in a 
sand trap; he on the right had found his ball buried in 
matted rough, but both faced the same obstacle between 
them and the hole—small trees and shrubbery directly 
ahead of them. 

Both had the option of playing safe to the fairway 
in front of the green or trying to clear the trees with 
the chance of deflection and more trouble. Left played 
first and elected to push past the trees in safety. His 
ball stopped 10 yards short of 
the right side of the green. It 
was then seen that right could 
easily better this shot by also 
playing safe, as he had a slightly 
better chance to reach the edge, 


He Is Farsighted 


that carries a certain type of men to success by steering 
them away from the line of least resistance. Ever since 
the world began, in battle, in statesmanship, and par- 
ticularly in business, there have always been the easy 
and the hard road, and the secret is that they only seem 
that way! Thus being farsighted does not mean that a 
man is clairvoyant, but that he always thinks ahead. 

To this class of men who get where they want to go 
by tackling stone walls instead of screen doors, belongs 
A. E. Durin. He was born with the faculty of seeing 
ahead to the final result. This taught him early in life 
that the horse that bucks the hardest is the most valuable 
when tamed, and after that the thrill of riding “Old 
Dobbin” was gone forever. . 

The above does not mean that his story is one of 
swashbuckling strife, frenzied finance and a general 
upsetting of everything in sight. On the contrary, his 
farsightedness has enabled him to fit in with his asso- 
ciates and contribute to the progress of all concerned in 
a manner devoid of anything bombastic or spectacular. 

Mr. Durin was born in Arlington, Fayette county, 
la.. on December 
15, 1881. He attended 
grammar school there, 
remaining until his 
parents moved to 
Cedar Rapids when he 


which would mean no worse than 
a half. Hence, when he faced 
the hole and took his stance for 
a high shot the gallery shuddered 
and his opponent smiled. 

A final glance at the line, a 
murderous swing, and the ball 
rose in a beautiful arc, shedding 
its veil of grass as it went. It 
seemed to hang over the trees, 
then deciding that all was well, 
looped on, dropped on the green 
and rolled gently to a stop within 
six feet of the pin. The man on 
the left was known for his nerve, 
but this was too much; he 
chipped well past the hole and 
took two putts while Mr. Right 
sunk his well-deserved four for 
the title. 

Not grandstand stuff at all— 
just that peculiar farsightedness 


16 








A. E. Durin has the faculty 
of reaching out beyond a 
proposition and visualizing 
what will happen when the 
final returns are in. By 
this sort of analysis he has 
learned that the easiest way 
only seems easiest and that 
greater happiness and pros- 
perity often come from seem- 
ingly impossible methods of 
attacking a merchandising 
problem. He is quite suc- 
cessful in leading others to 
think far ahead, yet his lead- 
ing 1s so pleasant and subtle 
it 1s unnoticed. 








was 13 years old. Con- 
tinuing his studies, he 
graduated from high 
school and then took 
a course at a business 
college, along com- 
mercial lines. 

At the age of 21 he 
had a far enough 
advanced view of life 
not to be excited as 
to the future, or over- 
anxious to plunge into 
his life work without 
plenty of seasoning. 
This tendency to shop 
around before com- 
mitting himself to a 
career made him an 
easy victim of the well 
known “wanderlust” 


(Turn to page 68) 
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A. E. Durin 


Secretary-Treasurer, Terry-Durin Co., Cedar Rapids, la. 
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“Shining Light” for Flyers 

Left: Night view of the aerial beacon on the newly com- 
pleted Richfield building at Los Angeles, which gives the 
Pacific Coast another giant airway marker. The 125-foot 
tower, a replica of an oil derrick, is surmounted by a 
40,000,000 candlepower light, one of 30 similar beacons 
spaced approximately every 50 miles along the Pacific Coast 
from Canada to Mexico. 
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minieiei se] : 
egereugt" tio Bronx Zoo Denizens in Radio Chorus 
‘ | ) , 7 zs - ‘. x 7 a . er = " 
bh Oh on oe OT EY Denizens of the Bronx Zoo made their debut on the 
radio recently in a “special production” which was 
4 wa e098 Gs ee oe broadcast over the WEAF network. Seals, tigers, 
‘@: a987 ea LI lions, pumas, leopards, chimpanzees, birds and all the 
' other interesting creatures at the park were heard 
oft.- gr 98 C8 Es directly from their cages following the withholding of 


Dy | ‘ cs their daily feed to coax out specially vociferous effort 
a. ji from the voracious groups. 
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Sorting Hay By Color 

Right: A machine that whirls hay 
and tarm products at such a high 
rate of speed that the object appears 
only as a band of color has been 
developed by the Department of Agri- 
culture as an aid in establishing 
standard grades. The hue assumed 
by the revolving product is compared 
with accepted colors for the various 
grades by which the commodity is 
marketed, the specific lot in question 
being classified according to the color 
approximated by the test. Miss Doro- 
thy Nickerson, color technologist, is 
shown operating the machine.—Wide 


World Photos. 
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The Knife-Blade Type Is 
Just as Simple 


























When a knife-blade type Union Renewable 
Fuse blows, you need only remove one 
end cap to renew the link. The other cap 
remains on the knife-blade. The fusible 
link is notched at both ends to permit slip- 
ping into or out of place, when studs are 
only slightly loosened. Less time is re- 
quired for renewals. The rugged extraheavy 
casing, and an exclusive method of vent- 
ing through the fibre, insure long fuse life. 



















WHAT COULD BE 
SIMPLER ? 


< 


The simpler the design of the fuse andthe fewer 
parts, the easier it is to renew—the quicker 
you can get idle machinery into operation 
again when a fuse blows. The illustrations at 
the left show you the simplicity and few parts 
of the new ferrule type Union Renewable 
Fuse. There are but three parts besides the 
renewal link. 


age 


When the fuse blows, you simply unscrew 
the end caps and pull out the link. You don't 
have to worry about any washers or end 
plugs dropping out when you unscrew the 
caps, as this fuse has no washers to drop or 
lose. The end caps are one piece! Contact 
with the fuse clips is positive. 


After replacing the link you screw on the 
caps—and the eee is ready for service. What 
could be simpler? The renewal links are sup- 
plied bent at one end, automatically adjust- 
ing the length and assuring perfect fit. 


< 


One of the reasons for the long life of this 
new ferrule type renewable Union Fuse—why 
it will withstand blowout after blowout—is 
because it is vented through the end caps— 
not the threads. Just blow a mouthful of 
smoke into the small hole in either one of 
the end caps and watch it come out of the 
other end! That’s how the “blowing’”’ pres- 
sure is relieved to prevent molten metal from 
sealing the caps. 


Aine 


Another reason for long life and lower yearly 
fuse costs is that the renewal link is held 
diagonally in the heavy horn fibre casing... 
cannot be put in any other way . . . an ex- 
clusive advantage. It cannot twist when be- 
ing installed. It cannot touch or char the fibre 
or interfere with the accuracy of the rating. 

Try these new time and money-saving fuses 
on your most troublesome circuits. Order 
from your wholesaler. 





JEFFERSON 











1519 W. 15th Street Chicago, Ill. 


(A-1018) 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 











20 THE JOBBER’S{AJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


\ 


























BRINGING MARKETS CLOSER .. 


HELPING THE INDUSTRY GROW 





HEREVER there are cities there 

are American electrical devices. 
The promising young industry of 1900 
has become an industrial giant. 


This phenomenal growth has been 
largely dependent on communications 
facilities—for only when a business has 
rapid, accurate contact with its mar- 
kets can it make the most of sales op- 
portunities. 

Today, more than ever before, the 
electrical industry demands speedy com- 
munication. Executives insist that their 
decisions be dispatched with promptness 
... distributors must keep in daily touch 
with the factory . . . raw materials must 
be controlled, financial reports received 
without delay... 

Daily over the vast network of Postal 
Telegraph wires flash increasing thou- 
sands of messages that reach their desti- 
nation speedily and leave a permanent, 
printed record for future reference. 

Postal Telegraph reaches 70,000 points 
in the United States—8,000 in Canada. 


Courteous, alert messengers . . . ac- 
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curate, efficient service... highly trained 
operators . . . a sense of responsibility 
made evident in every transaction... 
these are some of the reasons business men 
are turning to Postal Telegraph service. 


The only 
American telegraph company 
offering a world-wide service 

of coordinated 
record communications 


Postal Telegraph, through affiliation 
in the International System, goes to 
Europe, Asia, the Orient over Commer- 
cial Cables; the West Indies, Central 
and South America over All America 
Cables; ships at sea via Mackay Radio. 
The only American telegraph com- 
pany offering a world-wide service of 
coordinated record communications. 


ostal Telegraph 


COMMERCIAL 
CABLES 


ALL AMERICA 
CABLES 


MACKAY RADIO 
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A New 


Steeltubes Feature 
... Water-Tight Fittings 


bs OU'’LL find the wide-awake contractor enthusiastic 
5 about Steeltubes and the new Watertight Fittings 
when he knows the facts. They save him money! 


The large illustration above shows how the watertight 
coupling joins lengths of Steeltubes. The smaller pic- 
ture shows how the watertight connector is used with 
fittings, outlet boxes, panels and switch boxes. 
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A few turns of the nut binds the fitting mechanically 
. . . bonds it electrically . . . and caulks it against the 
entrance of water. Easy to use. Need not be taken 
apart. Just loosen the lock-nut and slide the tubing into 
place. 


Electrical Division 


STEEL AND TUBES, INC. 


Cleveland, Ohio 
(A Unit of Republic Steel Corp.) 


*STEELTUBES Electrical Metallic Tubing is J 
threadless, strong, light and easy to handle. Costs ¢ 
less to buy. Saves time and money on the job. 
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STEELTUBES [E.M.T,}* has the same 

inside diameter as heavy conduit. Made 

in three sizes (%”, 34” and 1”) with 

diameter and wall thickness shown 

above. One coupling furnished with each 
ten-foot length. 


STEELTUBES carries the Underwriters’ 
Label, and is approved and listed as Stand- 
ard by the Associated Factory Mutual. 
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NEWS in VIEWS of the DAY 


“Sipping” Symphonies Through a Stick 

Left: A mechanical device whereby those who 
cannot hear with their ears may “listen” with their 
teeth, was demonstrated yesterday by Prof. Fred- 
erick Bedell of the Department of Physics at Cornell 
University, inventor of the device. Guests at the 
demonstration appeared to sip music through straws, 
the straws being slender pieces of wood, sharpened 
at one end which was placed in contact with a 
vibrating mechanism. The 
other end was held in the 
teeth of the listener. Prof. 

3edell’s device consists of a 
vibrating element surrounded 
by a sheet of rubber and at- 
tached to a wire. 


New Aid for Fire Fighters 
Right: Deputy Fire Chief O’Hanlin of the New 
York Fire Department, demonstrating a new device 
for fighting fires. It consists of a hydraulic pump 
and fan with a large tube attachment which blows the 
smoke from a room at the rate of 10,000 cubie inches 
a minute. 


A 20 Year Experiment 
in the Making 


Left: An experiment 
which will take 20 years 
to complete is being con- 
ducted by the Smithson- 
ian Institution on Table 
Mountain, in Los Angeles 
County Park, Calif. Daily 
recordings at the Solar 
Observation Station are 
taken by Alfred C. Moore, 
scientific observer for the 
Smithsonian Institution, 
with a view to determin- 
ing the amount of heat 
delivered by the sun at 
the outside limits of the 
earth’s atmosphere. The 
results are expected to 
prove of incalculable value 
in predicting weather con- 
ditions far in advance.— 
Wide World Photos. 
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A°S°E 


use-Cabs 


Easier to Mount 
Easier to Wire 
And Profitable to Sell 








Increase your Sales and Profits 


There is only one way to explain the 
large volume of orders for A-S-E 
Fuse-Cabs during the present business 
depression. 





Electrical contractors are paying strict 
attention to costs. 

And they are finding in A-S-E Fuse-Cabs 
a quality panel assembly that saves in 
wiring time—in mounting time—and 
that is priced surprisingly low. 
Fuse-Cabs are designed for straight 
and efficient wiring—with neutral ter- 
minals on each unit block. 

Plaster irregularities are quickly off- 
set with the special Fuse-Cab plaster 
adjustment. 

And “Minute Mount” clips at top and 
bottom save much valuable time in 
mounting. 

A-S-E Fuse-Cabs are supplied in sizes 
ranging from 2 to 24 circuits—with 
plenty of knockouts in sides and back 
of tub to meet every requirement. 
Write for Bulletin F-9 and catalog D-1 
giving complete details on A-S-E Fuse- 
Cabs and electrical products. They’re 
profitable to handle. 
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All-Steel-Equip Company 


334 John St. Aurora, Ill. 


Free Sample 
Other A-S-E Electrical Products The coupon will bring you 


Ay free sample of the new 
Cutout Boxes Outlet Boxes and Specialties ee Rage apelin 
Cabinets Covers A-S-E Boxes and pec rare «ga lip aE TO a 
Switch Boxes Bar and Box As- Fittings—a Com- po tea, oes Pn le 
Conduit Fittings semblies plete Service el. ge kaa a ‘is tiene Mae ee 
Box. 
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NEWS m VIEWS of the DAY 























Award Winner Notified by Radio 

Above: The gigantic T. A. T. Maddux 
transport planes, carrying principals in the 
first radio notification of a major American 
literary award, provided a_ beautiful spec- 
tacle as they flew along the mountains near 
Los Angeles. While these pictures were 
made, Miss Rachel Field, winner of the 
John Newberry Medal, in the farther plane, 
was responding to Milton G. Ferguson, 
California state librarian, who notified her 
of the honor on behalf of fellow association 
members. 


clinihilating Time and Space at the 
N. i. L. A. Convention 


Above: At noon Wednesday, June 18th, 
San Francisco was the focal point of one 
of the most elaborate radio broadcasts ever 
attempted and one which brought to the 
ears of the whole world the voices of the 
most famous scientists of all countries. 


An Experiment that Failed 

Right: Photo shows the huge steel tube 
which Georges Claude, famous Ifrench inventor 
and scientist, hoped to use in an attempted 
hydro-electric experiment in Matanzas Bay, 
Cuba, when he hoped to produce electric power 
and energy from the sea water of the bay. The 
experiment came to grief with a reported loss 
of a million dollars when his long tube sank in 
550 feet of water because a one-inch steel cable 
snapped while it was being towed out into the 
bay. Photo shows the tube as it was being 
transported to the bay—Wide World Photos. 
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SILEX Is SOLD ONLY THROUGH FRANCHISED DISTRIBUTORS 


W WH you let us 


ceive your wife a 


SILEX 


Trade Mark Reg. U. S. Pat. Off. 











The “Free Silex Deal for Job- 
bers’ Salesmen” is on! Know 
about it? Too bad we can’t 
make the offer to all jobbers’ 
salesmen in the country, but 
naturally we've got to confine it 
to the salesmen of the Fran- 
chised Silex Distributors. Is 
your house representing Silex in 
your territory? If not, perhaps 


your territory is still open. Bet- 
ter find out. Write us TODAY. 





A Few Facts about Silex 


(1). Silex is sold only through franchised 
distributors. 


(2). The profit is considerably higher 
than on other appliances. 


(3). A specialty to sell to dealers and for 
commercial installation. 


(4). The fast growing appliance—a 
record of a 200% increase THIS YEAR 


over our biggest savelenan year. 


“SILEX 


Silex is a Registered Trade Mark and COMPANY 
will be protected. Hartford Connecticut 
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— She 
obber’s Salesman 


W. J. McLAUGHLIN, Editor 
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Let's Get 
Prepared 


HEN this nation became involved in the 

trouble across the water about 12 years 

ago we were inflicted with a series of 
“Preparedness Parades.” While not exactly 
gathering the idea of what it was all about, this 
writer did his part by “picking *em up and laying 
*em down” on two miles of a paved stretch known 
as Jackson Boulevard, Chicago. It was all quite 
thrilling with the waving of flags and cheers, but 
after we returned to the office it did not seem 
that much had been accomplished in the way of 
preparedness. 


During the past few months many companies, 
in the interest of economy, have cut their staffs 
almost to the danger point, with the result that 
they will be just as unprepared for the business 
recovery as they were for the slump. 


While no one can predict just when business 
will improve, it takes no oracle to forecast the 
fact that we are turning the corner. There is a 
note of optimism present now which has been 
missing during the past six months. And, if it 
is sound, many companies are going to find 
themselves at the tail end of the race when the 
dotted lines are being splashed with ink. 


We know of men who handled their territories 
efhciently for years and who are now “out” 
because of business depression. They cannot wait 
for business to improve. They must get placed 
as soon as the opportunity presents itself and 
the wholesalers who considered it uneconomic to 
carry them on the payrolls will find themselves 
shoving green men into good territories and ex- 
pecting results which will not materialize. 
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It is questionable economy to disturb a staff 
in the manner in which some jobbers are doing, 
and those who have taken such steps should 
arrange to fill the gaps quite soon, if they expect 
to be properly geared to handle volume sales 
when business improves. 


The Last 
Quarter 


HE electrical wholesaling industry has a 
fee opportunity to regain lost ground 

if it will snap into energetic sales efforts 
during the balance of 1930. 


We have in mind the holiday trade business. 
Year after year the jobber waits until the last 
minute before lining up his dealer forces with the 
result that he secures only a comparatively small 
portion of the business available. 


This year we urge the jobber to decide upon 
his appliance, radio and other Christmas mer- 
chandise early in the fall. Then October and 
November should be devoted to a drive on the 
dealers, lining them up on merchandise, offering 
window trim suggestions, and helping them in 
their direct-by-mail efforts. Then when Decem- 
ber rolls around, the stage will be set for business 
in an orderly, efficient manner. It is the one way 
the wholesaler can make a satisfactory showing 
during the last quarter and is one which should 
not be overlooked. 


The Appliance 
Situation 

INCE the article which appears on page seven 
S of this issue was written, your observer has 
had occasion to call upon quite a few man- 
ufacturers of appliances. The result of such calls 
leaves one with a most optimistic feeling for the 
balance of the year. The appliance manufactur- 
ers, in many instances, are preparing to announce 
new products of a most attractive nature. And, 
they are looking forward to the wholesaler ac 
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cepting their lines and doing a good merchandis- 
ing job on them. 

Some smaller manufacturers have, however, 
developed an inferiority complex. They feel that 
the nationally advertised lines have them “licked” 
before they start. Others, of comparatively the 
same size, are going right ahead with the con- 
fident attitude that the merit of their line will 
secure for them satisfactory outlets. 

While it is, of course, desirable to handle mer- 
chandise which is nationally advertised, such lines 
are not available to all jobbers, so it is the prob- 
lem of the latter to decide upon products of a 
good quality which can be sold in the face of 
such a situation. 

These smaller manufacturers have such lines to 
offer, and to them the wholesaler should give con- 
sideration. Such manufacturers are in business 
permanently and if they do not secure acceptance 
through electrical wholesaling channels, their only 
alternative is to leap to the retailer, all of which 
would cause a condition in no manner desirable. 

In these days of high-pressure chain store 
sales, the electrical jobber cannot afford, through 
neglect of cooperation with the manufacturers in 
his field, to encourage the smaller manufacturer 
to seek his outlet in foreign fields. For if he 
does, he is very likely to find it. 
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Pipe 
Standards 


HE six-year campaign of the Association of 
Electragists for a single standard of conduits 
and fittings, preferably galvanized, is com- 
mencing to look promising. In 1928, the percent- 
age of black pipe and white pipe sales to total 
sales was 48% and 52% respectively. In 1929, 
black dropped to 44% and white moved to 
56%. During the first four months of 1930, 


black pipe has taken another drop, showing a 
percentage of 38% to 62% for white pipe. 

While manufacturers of conduit cannot, for 
legal reasons, agree to make only one type, as 
there are one or two plants turning out the black 
pipe only, they are, for the most part, in sym- 
pathy with the movement. 





AUGUST, 1930 














Certainly considerable impetus can be given to 
the movement if a few more ordinances are put 
through requiring that all conduit and fittings are 
galvanized. 


The Age 

Limit 

N excellent salesman who, because of the 

failure of his house, is looking for a posi- 

tion, paid us a call the other day. On 
checking over the possibilities he stated that his 
age, which is 40, eliminated him so far as one 
company was concerned. 

While the establishing of age limits is, of 
course, the private business of any concern, it 
strikes one in these days of grandma flappers that 
stamping a man as too old at 40 is slightly mid- 
victorian. 

Here is a chap perfectly sound physically, with 
a wealth of experience in his field, who is hardly 
willing, because he has passed that age, to retire 
to senility and concede the field to younger 
chaps with higher knee action but less experi- 
ence. And you can’t blame him for that. 
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The D. C. Radio 
Market 


ORD comes from the publicity depart- 

ment of the Radio World's Fair that a 

nation-wide survey indicates a minimum 
total of 4,000,000 radio sets will be sold during 
the 1930-31 season and of that number 1,000,000 
will be battery operated sets. This season will, 
as well, see direct current receivers available on 
a production basis. 

It is indeed gratifying to learn that the vast 
potential market existing in almost virgin agri 
cultural districts, and in the metropolitan section 
of large cities, is about to be tapped for business. 

Wholesalers should lose no time in lining up 
with manufacturers of such merchandise, for 
there is no doubt but that the two fields, when 
contacted properly, will yield a volume and profit 
of material nature. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








COMMODITY 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET 
June 15 to 
July 15 


PRICES 
General 


Trend 
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Transformers, insulators, distribution 
equipment 


| co |Good 








Poles and pole-line hardware 
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Switchboards and accessories 














Motors and control apparatus 








Safety switches 





Wiring devices 
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Flashlights and batteries............... 
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CENTRAL STATES 


Telephone equipment 
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EASTERN STATES WESTERN STATES 


ALL 22 LINES COMBINED 





Good 
16% 
14% 
31% 


Fair 
43% 
44%, 
45% 


Good 
18% 
13% 
36% 


Poor 
32% 
34% 
17% 


Fair 
50% 
53% 
47% 


Poor 
41% 
42% 


24% 


Poor 
43% 
38% 
34% 


Fair 


44% 





June 15—July 15, 1930 





Same Period Previous Month.......... 





pame Period Year Ago... . is ccccscee 5x 44% 






































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas. 
Central States include all between. 








When it comes to compett- 
tion, the independent jobber 
has several factors in his 
favor. One of the most im- 
portant being that he sets the 
price of electrical suppltes 











We Found There Was Business to be Had Right in 


Our Own Home Town. 


dont worry about the 


CHAINS 


By Grorce W. Provost 


President, Doubleday-Hill Electric Company 


HERE seems to be a popular, but 

| erroneous notion current that the inde- 

pendent jobber in the electrical field 

is facing a serious problem of competition 

with the big supply organizations. The fact 

that business conditions are not all they 

should be is not in itself cause to blame these 
conditions on the chains. 

In fact, when it comes to competition the 
independent jobber has several factors in his 
favor. One of the most important being 
that the independent jobber sets the 
price of electrical supplies. 

The chains are operated by men 
who are in business for a profit the 
same as the independents and they 
realize just as fully the importance 
of fair re-sale prices. When the in- 
dependents lower prices, the chains 
naturally meet competition but they 
do not take the aggressive in price 
cutting. 

Being a local man the independent 
jobber has another advantage. He 
has friends in the town whom he has 
known from boyhood and the money 
he makes stays in the home town. 
Thus if other factors are equal the 
buyer prefers to do business with the 
independent. If other factors are 
not equal it behooves the inde- 
pendent to reorganize his business. 

The independent has greater free- 
dom in managing his business and 
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George W. Provost 





Pittsburgh, Pa. 


is not hampered in making dec!- 
sions that will be for the good of 
his business. Many local mana- 
gers of chain houses, on the other 
hand, find it necessary to secure 
approval for their actions from a 
central headquarters that knows 
very little about local conditions. 

One fault of many independent 
jobbers is that they do not keep 
abreast of the times as_ they 
should. New products are con- 
stantly being brought on the mar- 
ket that replace items of long 
standing. When there is no 
longer a demand for an aarticle 
it cannot be disposed of too 
quickly. If the regular selling 
price was $600 for a certain lot 
and we are able to realize only 
$150 we do not feel that we have 
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| The Independent Jobber Has Friends in the Town 
r He Has Known from Boyhood. 
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lost $450. We feel that we have gained $150 by turn- 
ing into cash something that was useless to us. 

We keep a card on every item carried in stock. These 
cards are gone over frequently for the purpose of 
eliminating from our stock those items that do not 
show sufficient turnover. We also keep a record of out- 
side purchases from other jobbers, and when a cer- 
tain item shows sufficient sale we arrange to keep it in 
stock. These things are just a part of the principles of 
good business that every jobber knows, but frequently 
fails to practice. 

We also keep a record of mistakes made in all de- 
partments of the business, warehouse, sales and office 
and the amount of money these mistakes cost the firm. 
Now we do not expect perfection or anything approach- 
ing it in our employes. The checkup on mistakes is 
made for the purpose of analyzing them. Often the 
cause of the mistake is traced to the fact that the 
employe does not understand why it is necessary to 
do a certain thing in a certain way. When he under- 
stands the reason he makes fewer mistakes. 

The independent jobber should also give closer atten- 
tion to credits. There are exceptional circumstances 
but ordinarily we do not care for an account that pays 
after 90 days. When the customer either does not 
have the money or he purposely delays payment for this 
length of time his account is undesirable. After 90 
days we depreciate such accounts on our books as we 
feel that a firm that continues to pay dividends accord- 
ing to earnings without deducting for delinquent 
accounts is headed for financial difficulties. 

Unnecessary employes and unprofitable accounts are 
other important factors in the overhead of independent 
jobbers. In 1928 we eliminated 700 unprofitable accounts. 
At that time our business was scattered over a large 
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territory, very little of it being in Pittsburgh. We set 
about to concentrate our sales efforts in the territory 
that would return us the greatest net profit which was 
right here in the Pittsburgh area. Now the greatest 
part of our business comes from this section. 

At the same period in 1928 we reduced our force 
by 46%. Naturally it was hard to let them go but 
fortunately we were able to find jobs for most of them 
with other concerns. We also did everything possible 
to make those who remained happy and efficient. Rest 
rooms were installed for the girls and a better lighting 
system was put in. It was suggested that we place a 
woman attendant in the rest room but I refused to allow 
this for the reason that I wanted the employes to 
develop a sense of independence and responsibility for 
their own actions. 

An example of the way we try to develop loyalty 
and responsibility came up not long ago. One of our 
young men in the office was in to see me about permis- 
sion to attend the opening ball game of the season. He 
evidently would have been greatly disappointed if he 
had been unable to go. 

“Can you go?” I asked repeating his own words. 

He didn’t understand what I meant at first until I 
explained that I wanted to know if his work was in 
such shape that his absence would cause no inconven- 
ience of loss to the company. 

“Oh yes,” he replied and then told me that for some 
time he had been doing extra work so as to be prepared 
for this half day off. Of course I told him to go to 
the game. We want our people to enjoy themselves 
as much as possible as long as they do their work. 

We have also tried to develop the confidence of 
employes as to their future with this firm. There was 
a position to be filled on one occasion and some of the 
men thought it would be necessary to employ an out- 
sider for the job. It so happened that I knew of one 
of our young men who was studying bookkeeping even- 
ings. After considering the matter I had him appointed 
to the new position which paid more money. He had 
fitted into his former position so well that doubt was 
expressed as to whether we could get a man for his 
old job. 

But I sat back and waited. He did what any sensi- 
ble young man would have done and that was to train 
another fellow to take his place. 

From that time on there was a change in the atmos- 
phere of the office. The others realized that hereafter 
we were going to make promotions from within the 
organization rather than to employ outsiders for the 
better jobs. They began to take a greater interest in 
their work and when we promoted an intelligent young 
truck driver to a much better job the last of the doubt- 
ers went on the band wagon with the boosters. Right 
now I believe that everyone who works for this firm 
is selling Doubleday-Hill and frankly I don’t believe 
you will find a more loyal group of employes any- 
where in the country than we have here. 

While we are willing to spend any reasonable sum of 
money for the improvement of conditions we fight waste 
continuously. Small items such as unnecessary tele- 
phone calls, postage stamps, telegrams that could be 
shortened can easily run to $100 per month, or the 
interest on $20,000 per vear. (Turn to page 70) 
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News From The Wholesale Field 





M. A. Hartley Starts Lamp 
Sales Contest 

A salesmen’s miniature lamp sales 
contest on Westinghouse lamps was 
begun on June 16 by M. A. Hartley 
& Co., Gettysburg, Pa., and its two 
branches. “Bill” Timmons of the 
Gettysburg office is top man at this 
time and so far has been able to hold 
first place since the beginning of the 
contest. 

aK *K 1K 
Midway Electric Purchases 
Own Building 

The Midway Electric Supply Co., 
New York, has purchased its own 
building at 115 West 83rd St., where 
the company will occupy three floors. 
This company has just taken on the 
Cunningham tube line. It is just 
three years ago that “Lou” Stiege 
and “Al”? Baxter, owners of the con- 
cern, started a wholesale electrical 
supply business. 

x * x 


Nathan Gertler Addresses 

Wholesalers Association 

Nathan Gertler, president of the 
Gertler Electric Co., Inc., New York, 
and treasurer of the Eastern Electri- 
cal Wholesalers Association, recently 
addressed the association at an open 
meeting. A code of ethics in the 
course of preparation formed the 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men in she Field, it Sends 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 

Receives Voluntary News Contributions and Snapshots from Wholesalers 
| All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. 
Solicited in Making this Human Side of the Magazine More Interesting. , 


nucleus of Mr. Gertler’s speech. 
Manufacturers were invited to this 
meeting in order that they might hear 
the aims and objects of the Eastern 
Electrical Wholesalers Association. 
x Ok x 
Krich Light and Electric 
Concentrates on Radio 
Discontinuing the electrical supply 
and roofing lines, the Krich Light 
and Electric Supply Co., Trenton, 
N. J., is to concentrate its efforts on 
radio and electrical speciality equip- 
ment. Ogden Williams is now man- 
ager of both the Trenton and Asbury 
Park branches. 
ee ow 
Northern Hardware Becomes 
Electrical Jobber 


The Northern Hardware and Sup- 
ply Co., Menominee, Mich., one of 
the oldest mill supply houses in the 
state, has added electrical supplies to 
its lines. The company plans to sell 
electrical supplies to industrial plants 
and contractors who have been the 
firm’s customers in other lines. 

“es 


Superior Supply Enlarges 
Office 
The Superior Supply Co., Blue- 
field, W. Va., recently enlarged its 
office to provide space for the dis- 
play of radios and similar items. 


Your Co-operation 1s 











Manhattan Completes Show- 
room 

A showroom for the display of 
the Grebe radio line has just been 
completed by the Manhattan Electri- 
cal Supply Co., Inc., New York. It 
is finished in antique walnut with 
antique silver fixtures. Rugs and 
tapestries have all been selected to 
add to the room’s attractiveness. 


oK ok x 


Hudson-Ross Moves 

Hudson-Ross, Inc., Chicago, plans 
to move about August 1, to larger 
quarters at 111 North Canal St., 
Chicago. Among the features of this 
new location are a private switch 
track, unusual space for speedy truck 
loading and unloading, and splendid 
parking accommodations. 


*K * * 


F. Pipenhagen Buys Interest 
in Chicago House 

Frank Pipenhagen, who has been 
selling electrical supplies for about 
20 years, and who was formerly with 
Otto Reinman, Inc., and the Metro- 
politan Electrical Supply Co., Chi- 
cago, has purchased an interest in 
Weinberg and Co., Chicago, whole- 
salers of electrical supplies. He will 
maintain his contact with old friends 
in the city and western suburbs. 











Attention Jobber’s Salesmen 


Be Sure to Have Your Sales Manager Countersign Your July Score 
Card For THE JopBer’s SALESMAN Summer Sales Prize Contest and 
Mail It to Us on or Before August 20. 


August Score Cards Are Now in the Mail. 
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ERNEST MARSHALL, formerly pur- 
chasing agent for the Heintz Mfg. 
Co., is a new salesman at the Lind- 
ley Electric Supply Co., Philadelphia. 


F. M. WueEELER has been pro- 
moted from inside salesman to out- 
side salesman at the Wetmore-Sav- 
age Electric Supply Co., Providence, 


R. I. 


HAROLD VERNON and William En- 
right are two new salesmen with the 
Manhattan Electrical Supply Co., 
Inc., New York. Mr. Vernon will 
handle the Grebe line and specialties 
in Westchester, Orange, Sullivan 
and Ulster counties while Mr, En- 
right will sell Hammond clocks and 
specialties. 


THE RENO Sales Co., Inc., Brook- 
lyn, N. Y., announces the addition 
of the Bridgeport and New Haven 
territories to the territory regularly 
covered by Benjamin M. Simon. 


THE STEINER Electric Co., Chi- 
cago, has employed Harry Lanning 
as salesman. Mr. Lanning was 
formerly with the American Elec- 
trical Supply Co. 


SAM PRESNICK has been added to 
the sales force of the Midway Elec- 
tric Supply Co., New York. 


JosepH CLEARY, formerly of the 
Graybar Electric Co., Toledo, is now 
a member of the sales organization 
at the H. Poll Electric Supply Co. of 
the same city. 


LESLIE WILLIAMS is now traveling 
western Kentucky for the General 
Electric Supply Corp., Evansville, 
Ind. 


GEORGE G. JENKINS has joined the 
sales force of the Baitinger Electric 
Co., Inc., New York. He will cover 
the New Jersey and Staten Island 
territory. 

Two NEW salesmen, Carl H. Mohr 
and Frank D. Shindel, have been re- 


tained by the Westinghouse Electric 
Supply Co., Allentown, Pa. Mr. 
Mohr will specialize on industrial 
business while Mr. Shindel will han- 
dle all the radio sales. 


SAmM HoLcoMBE is a new salesman 
with the Baltimore, Md., branch of 
the Graybar Electric Co., Inc. Mr. 
Holcombe was formerly with the 
Carroll Electric Co. 


W. G. Storm, formerly of the 
Graybar Electric Co., Inc., New 
York, has been appointed salesman 
and is now working out of the 


Brooklyn branch of that company. 


G. A. BLACKWELL, formerly with 
the General Electric Supply Corp., in 
the southern Georgia territory out of 
the Atlanta division, has taken over 
the territory in northern Louisiana 
for the New Orleans house. Mr. 
Blackwell lives in Shreveport, La. 


THE SUPERIOR Supply Co., Blue- 
field, W. Va., has employed R. L. 
Peters, who will handle gears, pin- 
ions, brake shoes and steel tires, to 
succeed George Wolfe, Jr., who re- 
signed. 


M. D. Puckett is now selling for 
the Inter-Mountain Electric Co., Salt 
Lake City. Mr. Puckett will han- 
dle the Westinghouse radio. 


W. D. CLarkeE, formerly employed 
as city salesman at the Evansville, 
Ind., branch of the Westinghouse 
Electric Supply Co., has been trans- 
ferred to the city sales force of the 
Indianapolis house. 


Water A. Merzer, living in 
Peoria, Ill., is representing the Man- 
hattan Electrical Supply Co., Inc., 
Chicago, in the central Illinois terri- 
tory specializing on the “Grebe” 
radio. P. J. Wilde is another new 
salesman with this company. 

C. R. Jones of the Dallas house 
and M. R. Finnegan of the Houston 
branch of the Westinghouse Electric 
Supply Co., Dallas, Tex., will repre- 
sent the company, specializing in 
radio. 

* ok * 


Changes in Personnel 


JouN CAMERON, supply salesman 
at the Wetmore-Savage Electric Sup- 
ply Co., Providence, R. I., has been 
appointed refrigeration specialist on 
the new Westinghouse refrigerator. 


R. L. SNoperass has been relieved 
of his duties as service manager and 
will devote all his time to the lamp 
sales, and commercial and outdoor 
lighting at the General Electric Sup- 
ply Corp., Houston, Tex. J. M. 





Here are six of the mainsprings of the Loeb Electric Co., Columbus, O. From 
left to right, they are: R. B. Burnell; R. E. Mainsenbacker; A. E. Loeb, president 


and general manager; H. E. Ellis; L. S. Weirick, and H. J. Ross. 


Harvey Simon- 


ton, a salesman was absent while the picture was being taken. 
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TheNM GW outlet 
€ 









Designed especially for use with 
Electrical Metallic Tubing 
(Thin Wall Conduit) 


T ubelets are threadless fittings, 
vapor proof and water tight 
when gasketed. Made of tough 
malleable iron and protected 
from corrosion with T aBolite. 





Miniature in size, but ample room 









inside to pack away splices. Neat 
\. and inconspicuous in appearance 
Tubelets answer all that 
is required in 
an outlet for 
electrical con- 
ductors. 


All wiring de- 
vices are made 
of black porce- 
lain, forming 
a rich color contrast with the bright silvery finish 
of TaBolite. 


The easiest, speediest, and lightest to use of all rigid 





installations. 


For complete information send for our new bulletin. 


ir 1 Zz | i Just Out — A Complete Line 
J ee 


TRADEMARK 


THE THOMAS & BETTS CO. 


15 Park Place, New York City Factory, 36 Butler St., Elizabeth, N. J. 
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Ask Fred Bonde, Western Light and 
Fixture Co., Los Angeles, Calif., what 
“no” spells and he will tell you it is the 
abbreviation of the word “number.” 
During the past two years Fred has 
obtained for his firm more “AR” Mazda 
lamp contracts than any other Mazda 
lamp salesman in the United States. 
Also, he has helped increase the num- 
ber of contract agents 50% and the 
sale of Mazda lamps 30%. 





Fambrough, formerly of the con- 
troller’s office at Bridgeport, Conn., 
has been appointed division service 
manager to succeed Mr. Snodgrass. 
M. N. Sneed, formerly with the 
Westinghouse Electric Supply Co., 
has been put in charge of the cata- 
log and sales promotion advertising 
department at this house. 

F, P. GRANDLUND has been ap- 
pointed treasurer of the Lee Elec- 
tric Co., Baltimore, Md. 


THE LappINn Electric Co., Milwau- 
kee, Wis., announces the appoint- 
ment of Jack Drew of Chicago as 
radio sales manager. 

C. P. McLAUGHLIN, after several 
months in California, has returned to 
the Graybar Electric Co., Inc., To- 
ledo, O., as service supervisor. 


A. M. Beepe, formerly of the 
Westinghouse Electric Supply Co., 
Inc., will look after service and sales 
at the Wetherbee Electric Co., Okla- 
homa City, Okla. 


THE CENTRAL Electric Supply 
Co., Denver, Colo., announces that 
James W. Ryall is now a member 
of the firm and will be actively in 


charge as manager. Mr. Ryall was 


formerly sales manager of the elec- 
trical department of the Mine & 
Smelter Supply Co., Denver, Colo. 


IX. M. I‘ay resigned as manager 
of the Westinghouse Electric Sup- 
ply Co., Inc., Miami, Fla., to accept 
the position of manager at the Mc- 
Donald Electric Co., Inc., West Palm 
Beach, Fla., effective June 1. 


Louis DECHANT was transferred 
from the St. Louis branch of the 
General Electric Supply Co., to the 
Evansville, Ind., house. 


Jobbers Active in Associa- 
tions 


W. M. Perry, president of the 
Perry-Mann Electric Co., Columbia, 
S. C., was elected president of the 
Columbia Rotary Club. 


A. R. WEAVER, sales manager at 
the Graybar Electric Co., Toledo, O., 
has been appointed chairman of the 
industrial committee of the Electrical 
Maintenance Engineers Section of 
the Electrical League of Toledo. 


THe H. Port Evectric Co., 
Toledo, O., announces that Henry 
Poll, president, was elected first vice- 
president of the Purchasing Agents 
Association of Toledo. 


A. Wick, Lindley Electric Co., 
Philadelphia, was elected chairman 
of the Electrical Jobbers Bowling 
League. 


Ray HetrzMANn, General Electric 
Supply Corp., Evansville, Ind., has 
been appointed on a committee of 
the Evansville Rotary Club. 


D. C. (Dave) Pence, division sales 
manager for the Westinghouse Elec- 
tric Supply Co., Los Angeles, has 
been elected to the board of directors 
of the Los Angeles Electric Club. 


* * * 


Lines Added by Whole- 
salers 
Lee Evectric Co., Baltimore, Md. 
—This house has taken on the dis- 
tribution of Allis Chalmers and 
Allen Bradley products. 


LAppIN Exvectric Co., Milwaukee, 
Wis.—This company has been ap- 
pointed Wisconsin distributor on the 
Colonial radio. 


CHARLESTON ELECTRICAL SUPPLY 
Co., Charleston, W. Va.—The exclu- 
sive distribution of the “Norge” 
refrigerator in this territory has been 
taken over by this jobber. 


ELectric Supply Co., 
Electric ranges and 


LINDLEY 
Philadelphia 





Looking over the staff of the Roland T. Oakes Co., Holyoke, Mass., it is easy 
to understand why this house is known as one of the most progressive in the 


east. From left to right, they are: 


Julian Allard; William Connelly; J. O. 


Whitehouse (rear); John M. Newton; C. R. Kingsbury; Ann Thompson; R. E. 
Stiles; Bertha Gannon; Earl Warren; Marjorie Smith; Donald Galbraith; Pauline 
Langhauser; Sherman Stewart: Roland Bozzi; W. E. Leland; Preston Ward: 
Malcolm Beaverstock; W. L. Redfern, and William Cater. 
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UA SALLE 





Contractor Lighting Experts Who 
Specialize in INLAND QUALITY Find It Pays 





The “La Salle” radiates charm wherever displayed. It has 
character. The graceful lines and beautiful decorations 
are as attractive as they are different. 

But the “La Salle” was also designed to be practical 
from a lighting standpoint. It is ideal for the large and 
small store, the hotel and restaurant and in shops of every 
character. The Short Type “La Salle” offers just the right 
size for lower ceilings, balconies, etc. The ‘Petite’? Type 
“La Salle” is made to complete the ensemble. 

All types are supplied in decorated and Snow-White. 
Investigate this handsome unit today. Make your next 
installation a “La Salle” installation. Ask your jobber 
now—he knows the “La Salle.” 


INLAND GLASS WORKS, INC. «++ CHICAGO 
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Increased business has made it necessary for the Allen Electric Co., Cleveland, 
to add this one and a half ton White, six cylinder truck to its force. Truck No. 2, as 
it is called, is shown ready to embark on its “maiden” trip. 


washers have been added to the stock 
carried by this concern. 

ELECTRICAL SupPPLy Co., Pontiac, 
Mich.—Burgess batteries and De- 
Forest tubes have been added to the 
lines handled by this jobber. 

ok * * 
Jobber Sales Activities 

ACKERMAN ELEctTrRIC SUPPLY Co., 
Grand Rapids, Mich.—An airplane 
campaign on the “‘Electrochef” range 
was conducted by this house. Over 
250,000 hand bills were dropped in 
cities in western Michigan. 


LINDLEY ELectric Co., Philadel- 
phia—This company centered its sales 
activities on a renewable fuse cam- 
paign during June which resulted in 
increase over the results of 
the same month last year. 


- co 
a Ze JC 


Tue H. Pott Evecrric Co., 
Toledo, O.—This house has just com- 
pleted a very successful campaign on 
the new Universal adjustable auto- 
matic iron, 


PROVIDENCE ELeEctrRIc Co., Provi- 
dence, R. I—Baldwin radios are 
being stressed in this company’s sales 
activities. 

STERNS ELEctTRIC EQUIPMENT Co., 
Buffalo, N. Y.—‘Kondu” fittings are 
being emphasized in the sales activi- 
ties sponsored by this company. 

STEINER ELeEctric Co., Chicago— 
Cutler-Hammer control devices were 
featured in the recent sales campaign 
put on by this company. 


MANHATTAN ELECTRICAL SUPPLY 





Co., INnc., New York—A _ special 
campaign on Hammond Clocks, Uni- 
versal Cleaners and the complete 
Grebe radio line was recently begun 
by this concern. 

* *«K * 


Delinquent Accounts 

The accompanying tabulations 
show the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divi- 
sions for June, 1930, as compared 
with the same month the previous 
year. Also these figures are shown 
for the six months’ period of 1929 
and 1930: 


Beldon Opens Springfield 
Office 
A branch house in Springfield, 
Mo., was opened on July 1, by the 
Beldon Electrical Supply Co., Joplin, 
Mo. The new quarters contain 4,000 
sq. ft. and are located at 300 West 
Olive St. G. W. Jenkins will have 
charge of this new office. 
aK * * 
Wakem and Whipple Show 
Radios 
Wakem and Whipple, Inc., Chi- 
cago, distributors for the Clarion 
radio in Chicago, northern Illinois 
and northwestern Indiana, held 
special shows of this radio in several 
points in Illinois. Bill Hay, the well- 
known radio announcer, took the 
dealers through the factory in a 
“talkie” moving picture. 
: ¢ 


Tafel Introduces Staff to 
Trade 


The Tafel Electric Co., Louisville, 
Ky., recently introduced its organiza- 
tion to the trade by means of a four- 
page letter, on the inside of which 
were shown the photograph of each 
member. 

i 

Rumsey Electric Conducts 

“Shower” Sales Campaign 

Bridal showers during June, “the 
month of brides,” were used as the 
basis of a sales campaign sponsored 
by the Rumsey Electric Co., Phila- 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
JUNE 30, 1930 
NUMBER OF ACCOUNTS REPORTED 


June 
1929 1930 


277 


135 
95 
589 


1096 


Division 
New York 
Middle & Southern Atlantic 
States 
New England 


TOGAL. «ih.» seer 1223 


%o %o 


Increase Increase 
6 Months 


or or 
Decrease 1929 1930 Decrease 
1467 1921 


430.7% 4-30.9% 
—30.7% 975 1064 
—33.5% 969 799 

3892 4731 


—12.5% 
—10.4% 7303 8515 


TOTAL AMOUNTS REPORTED 


June 
1929 1930 
New York $ 38,632 $ 51,016 
Middle & Southern At- 
lantic States 15,456 
New England 9,554 
83,771 81,795 


‘0 
Increase 
or 
Decrease 


+ 2. % 
— 36.9% 


Increase 
or 
Decrease 


+15. % 


6 Months 
1929 1930 
$ 292,571 $ 336,368 


140,832 165,173 
—56.2% 131,308 119,820 
— 2.3% 485,523 664,520 





Central 
$168,724 $157,821 
AVERAGE 


New York 
Middle and Southern Atlantic States... 
New England 

Central 


1929 19 
$ 38,632 $ 51,016 
125 


125 


— 6.5% $1,050,234 $1,285,881 
AMOUNTS 


June 6 Months 
1929 1930 


30 
+ 2. %$ 292,571$ 336,368 +15. % 
114 863 


948 
100 807 


900 
139 746 828 
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Tennessee's Tallest, Newest and 
Finest Office Building 
in Memphis 





STERICK 


Building 
Equipped Throughout with 


TRICO 


Renewable 


FUSES 


A rov 
They’re ‘‘ Powder-Packed’’ ppro ed by 


Underwriters 


OETA IMEI CRT 


Be Pewee 


xe Fae 


2ST 


When fuses were considered, TRICO Colortop Plug and 
Renewable Fuses were selected because they fit in with the 


high ideals and magnificence of this imposing 29-story 
structure. 





Money-Saving Factore NEW! sone sastanls 
No Premature Blowings 

No Unnecessary Shutdowns 
No Oxidized Contacts 
No Charred Casings 


i aol Copper-to-Copper Contacts 
The STERICK Building, Memphis, Tenn. Reduced Watt Loss 


Time Lag 
Owners—R. S. Sterling, Houston, — 
and Wyatt C. Hedrick, Fort Worth ma us Par OP 


Architect and Engineer—Wyatt C. To secure these money’saving fac- 


3 1 li 
Hedrick, Inc., Fort Worth tors the TRICO renewal element is Cc amp for Fuse C esi 
General Contractor—Bellows-Maclay : : c 7 
Tectedies te” Gates designed with the thought of per 


Electrical Contractor—Ashe Electric formance in mind, rather than inter- 
Co., Fort Worth 


Makes Pressure Contact 
between fuse and clips. 
changeability of links; and the prac- Reduces resistance and 


. preserves clips and 
tical buyer prefers performance. ai 


And they cost no more than other = in sizes to fit all 
makes of renewable fuses : 


TRICO FUSE MEG. CO., 1004 McKinley Ave., Milwaukee, Wis. 
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HOROUECTRIC 
TIME *™8inc SWITCH 





EIGHT DAY PROMISE— 


SIXTEEN DAY 
PERFORMANCE! 





The hand wound Horolectric 
Time Motor is rated at eight 
days. It actually runs sixteen 
days. 

100% Safety Factor 


The sturdy, double-barreled 
Horolectric Time Motor shows 
this reserve power. 


Such factors of safety and re- 
serves of power are part of every 
Horolectric product, and we can 
therefore sensibly back them 
with our strong and uncondi- 
tional guarantee. 





Unconditionally Guaranteed 
for Two Years 


——¢ 


Licensed under the Dorsey Patents 








Designed, Engineered, Manufactured 
and Tested in the U.S.A. 


a 


HOROLECTRICAL 
CORPORATION 


116 West 14th Street New York City 











| man Christy. 
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delphia. “Showers of Suggestions” 
were mailed out to the company’s 
dealers telling them how to display 
and sell various appliances. 

x ok * 
Doubleday-Hill Carries Stock 
in Raleigh 

The Doubleday-Hill Electric Co., 
Washington, D. C., is carrying a 
stock of Emerson fans, clocks, elec- 
tric water heaters, Universal elec- 
tric ranges and vacuum cleaners in 
Raleigh, N. C. 

* * * 

McKew Parr Tells of Trip 

to Mexico 

In “Parr-a-graphs,” a booklet pub- 
lished periodically by the Parr Elec- 
tric Co., Inc., New York, McKew 
Parr, president, presents the first 
installment of his “A Trip to 
Mexico.” The tale is illustrated with 
photographs of interesting points as 
well as the ship “Havanna” itself. 
Mr. McKew gives a very vivid word 
picture of his impressions during the 
voyage and of the fascinating cities 


ae 
visitea. x *-« x 


New Orleans Branch Shows 
General Electric Radio 

An initial General Electric radio 
meeting and dinner was held by the 
General Electric Supply Corp., New 
Orleans, La., on June 27. Over 50 
dealers at the program presenting 
the merchandising plans and schedule 


| of sales activities covering this new 
| product. 


OK * * 
H. Poll Lights Tom Thumb 


Courses 
Several Tom Thumb golf courses 


| have been equipped with the new 
| Benjamin “duo-service” floodlight by 
| the H. Poll Electric Co., Toledo. 


This department is in charge of Nor- 


* * * 


Allied Sales Takes On 
Additional Lines 

The Allied Electrical Sales Co., 
New York, is now representing the 
Quadrangle Mfg. Co., Chicago, on 
its line of “Rim” reflectors, QD re- 
flectors, fittings and ceiling units. The 
Hoosick Falls Radio & Electrical 
Parts Mfg. Co., Hoosick Falls, N. Y., 
has also appointed this company to 
represent it on its bakelite and com- 
position wiring devices. The Su- 
perior Insulating Tape Co., who 
manufactures a complete line of in- 


| sulating tapes will also be repre- 


sented by Allied. 


E. H. Waddington Heads 
Rotary Club 

E. H. Waddington, sales manager 
of the Graybar Electric Co., Inc., 
Kansas‘ City, has been highly hon- 
ored in being selected by the Rotary 
Club of Kansas City as its president. 
He is comparatively a new member 


E. H. Waddington 


of the club, having moved to this city 
trom St. Louis in 1926. 

Some years ago Mr. Waddington 
discovered that his value to the 
company could be increased by his 
becoming prominently identified in 
civic, commercial, service and elec- 
trical trade circles, although such 
activities consumed practically all his 
personal time. He was first presi- 
dent of the St. Louis Electrical 
Board of Trade and is a past presi- 
dent of the Electric and Radio Asso- 
ciation of Kansas City. 


* * x 


W. H. Tompkins Succumbs 
To Heart Ailment 

Walter H. Tompkins, manager of 
the Milwaukee house of the Graybar 
Electric Co., for the past 18 years, 
died of a heart ailment, June 28. Mr. 
Tompkins was 61 years of age and 
had been with the Western Electric 
Co., and Graybar since 1902. He 
was put in charge of the Milwaukee 
house of the Western Electric Co., 
in 1908 and he had remained there 
ever since. This house has been one 
of the most prosperous branch houses 
of the company for years and no 
small part of its success has been 
due to its manager. Mr. Tompkins’ 
surviving relatives are a wife and 
sister. 
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RomeX~—lighter 
to handle 





There’s no unnecessary weight to 
RomeX. Its strong, flexible, non- 
metallic sheath makes RomeX 
light and easy to handle. 





RomeX needs no fittings but a 
few simple straps. It is strung 
with just the few hand tools you 
always Carry. 

Fast to install, clean, convenient 
—these are reasons why RomeX 
means quicker, easier work; 
and quicker, easier profits. 











GENERAL CABLE CORPORATION 


EXECUTIVE OFFICES: 420 LEXINGTON AVENUE, NEW YORK ¢ OFFICES IN PRINCIPAL CITIES 


YW 
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ANNOUNCEMENT 


“Summer Sales Prize Contest” 


for Jobbers’ Salesmen 
AUGUST PART 


LL manufacturers whose advertise- 
A ments appear in the following 
section, pages 41 to 66, together 
with certain additional ones elsewhere 
in the issue, all listed on the next page, 
are co-operating in THE JOBBER’s SALEs- 
MAN “Summer Sales Prize Contest.” 
Their products are eligible in the con- 
test. 


This contest is open to jobber sales- 
men whose names have been properly 
entered by their sales manager, and to 
them only. 


All entries have been acknowledged 
by THe JospBer’s SALESMAN, and com- 
bination instruction and score cards 
sent to each contestant. 


This magazine is offering a prize of 
$25.00 in cash for the greatest sales, 
at wholesaler’s sales prices, (what you 
bill the customer) of the products of 
each and every manufacturer in this 
section, and the other eligible manu- 
facturers, outside of the section, in the 
period of August 1 to August 31, 1930, 
both inclusive. (Duplicate prizes 
awarded to tying contestants.) 


With so many prizes offered, every 
salesman has a chance to win one or 
more prizes. There is no limit within 
the scope of the contest to the number 
of prizes that one man can win. 


First, examine every advertisement 
in the section. Then pick out the 
manufacturers whose lines are handled 


by your house. Do not hand in records 
for sales of lines on which your house 
is not a regular distributor. 


Second, study the messages of these 
manufacturers. They have attempted 
to give you the help which will aid 
you in increasing your sales. 


Third, the contest is for the whole 
month of August. Do not fail to “follow 
through” to the very end in your efforts. 
You may land an order the last hour of 
the last day that will win a prize. 


Note Carefully 


Sales records for the month are to 
be kept by each contestant himself. At 
the end of the month he adds up the 
totals for each manufacurer whose lines 
he has been competing on and enters 
them opposite the names of the respec- 
tive manufacturers on his score card. 
He is then to sign his score card and 
send it to his sales manager who checks 
the figures, countersigns the card and 
sends it to THE JoBBER’s SALESMAN, to 
reach there by September 20. 


City desk men or inside employes 
handling large volumes of business 
coming into the house, or officers of 
the company, are not eligible in the 
contest. Such business, however, may 
be credited to such regular salesmen as 
would be credited in the ordinary rou- 
tine of the office. 
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MANUFACTURERS ENTERED 


— 


The “August Summer Sales Prize Contest” 


HE following is a list of the manufacturers who are entered in the Summer Sales Contest 
for the month of August. The numbers on the right refer to the page numbers of their ad- 
vertisements. Most of the advertisements appear in this section but some will be found in 
other locations throughout the issue. In each case a notation appears on the page indicating that 
the company is entered. No prizes will be awarded for sales of manufacturer’s products whose 


advertisements are not so marked. 


Advertisement 
NAME OF MANUFACTURER on page 
Adam Electric Co., Frank. . 42 
pe ee ee ee ee ee ee ee 
5 8 5s 5p lk wpa ARIES he wE ee O40 OEE RSE ees OSes 6 
Appleton Electric Co. ......... 4 
Arcturus Radio Tube Co....... 61 
a x eek nits elle hanes ipso Gulp mle salsig do eine RA wae bon oO 4 ee 50 


Benjamin Electric Mfg. Co... .. 


Ee PET EE EE ERT Te ee PETE TEE COT TTT CROP EET ETE 48 


Burgess Battery Co. 
Bussmann Mfg. Co. _ ri 
Colt’s Patent Fire Arms Mig. Co. 


Connecticut Telephone & Electric Cuan. er ae 


i i i oo aa kek woe 0b AR a sooo eds owe be eescbibacer 85 
es no he nen sw ea ietbeh tel iy ends a da Rede k ee emaw ene takes 45 
LT TT Te Pe ee ee eee ee 
I ce hath sa avi aaa Agi ows alta darn ik ihn Spa ek bea wk eae has 63 
Erie Malleable Iron Co... oe 62 
So eee whois 67 
5556555 04 kn DA WME Che WEEP LER RERAASONE LD CONSE OES 54 
Indiana Rubber & Insulated Wire Co...... ee Ce 
iii Sy rl ae, eis Dike wap Gi Diu ana a ne el Sh eikte ick seh ares oie 19 
ha ass wear oko ur Rae aed ieainanwandnakeaces~ He 
0 Soe oni cei oata bis bik tance ean a anced blaiala bien: eae aaa eee a eke 44 
National Carbom Co., Ime... . . 2. onc ccc cccccesess . .Inside front cover 
ET Me ee eT Ee ee ee Tee eee ee 43 
od ee GEA s ew saa e eee eee AeNaS eeceacess “OO 
eG iis nec aaa nasa ee AR ena ws was waka Oe ee wes 49 
I Si Lasts nich alas Soul Gla. Ga a NAS WARD aes ee ED RK nce 56 
iil aS i eae Cae aie k esa unl ei ug ns a wea ae 66 
EN ins a ap oo yeas a eka e aa wew a eee ken peu 46 
Wadsworth Electric Mfg. Co., Inc.......... 77 
Wheeler Reflector Co............. 57 
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Build Up Your Orders 


i | || 1 
NM tl 


/INFORMED [i SELLING 








6GEEEEEE 





(Ff) Panelboards help sell the staples 


Sales are dependent upon personal effort, the panelboard order. We are in the 
of course. The amount of each sale and Jobber’s Salesman Contest and the 
the number of them is dependent on how _shigh man gets the prize. Remember 
intelligently the effort is applied. though, the greater prize of more 

We emphasize that “Knowing ® Panel- business per month the year around is 
boards is Selling Them” and that the yours to win through @ Panelboards. 
wiring staples order will come in with Goto it! 


Cc There isan @ man near you 
(Of 14) Q 7 to give youand your custom- 
ers help in all panelboard 


ia LE CTR j C C OM PANY problems. Work with him. 


ST. LOUIS 


ATLANTA, GA. o sg ae" ATI, OHIO L ” ANGELES, CALIF. OmaABA, NEBR. SAN FRANCISCO, CALIF. VANCOUVER, CAN. 

, Cro P Sc hurig, Zinsmeyer, B. J. Fleming, ’ Amalgamated Elec. 

64 Cone St., N. W. 44 East Third St. 1i27'S. Wall St. 213 S. 12th St. 340 Fremont St Pt, 

, ranville Islan 

BALTIMORE, MD. DALLAS, TEXAS MEMPHIS, TENN. ORLANDO, FLA. , 

Wolfe-Mann Mfg. Co., R.S. Wakefield, c. B. Rutledge, W: inonpile. age eos © WINNIPEG, MAN., CAN. 

312 S. Hanover St. 1814 Allen Bldg. 3 Monroe Ave. Gio Richmond Ave. ‘lec. Eng. Sales Co., Amalgamated Elec. 

2914 First Ave., S. ~ 
Roston, Mass. 5 MINNEAPOLIS, MINN. td o., Ltd. 
mernria DENVER, CoLo. Leo. H. Cooper, ay ee eye Pa. en OKLA. 677 Notre Dame Ave. 
231 Congress St. Alex, Hibbard, Inc, 422 Builders’ Ex. Bldg. W. A. McAvoy, 
& 1940 Blake St. 244 tine 10th’ St. P. E. Ebersole, HaMILTON, ONT. 

RuFFALO, N. Y. ote M4 ys Her. La. bia: S. Victor St. Amalgamated Elec. 

Ralph E. Jones Detroit, MIcH. ene Peerage RGH, PA 20., Ltd. 

1890 Hertel Ave. H. H. Norton, 203" Nz atchez Bldg. ai B. Frank Perry, Inc. Toronto, CAN. 57 John St., N. 

2683 Wabash Ave. Magazine atchezSts. 319 Third Ave. Ama elaqnated Elec. sah elated iti 

Cuicaco, IL NEw YorK Cc wt ON Ly CAN. 

Major Equipment Co., Kansas City, Mo. Fred Kraut, St. Louts, Mo. Gen. Sales Office, Amalgamated Elec. 

Inc Robert Baker, 182 North 11th St. O. H. Rottman, 370 Pape Ave., Co.. Ltd. | 

4603 Fullerton Ave. 19 E. 14th St. Brooklyn 3650 Windsor Place 11 Charlotte St. 1006 Mountain St. 
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The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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—In the August 
Sales Contest 
Push 
P&S ALABAX 
Lighting Units 


A Complete Line 


Colors Which Blend 


with Their Surroundings 


Designs Which Appeal 
to The Consumer 


Priced Moderately with 
Profit for Both Jobber AL- 407! 
and Dealer, and Rapid 
Turnover an QOutstand- 
ing Feature. 


Increase Your Sales with 
This Line and Assure 
Yourself of Repeat Busi- 
ness, 





AL-3100 








“Those who know the facts insist on ALABAX” 
PASS& SEYMOUR, Inc. 

DIVISION J SOLVAY STATION SYRACUSE, N. Y. 

NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 


The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 





MAN IN THE INDUSTRY. 





A $25 
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Polished Nickel 
$12.50 


\ 


automatic 


Nothing to watch — automatic 
timer opens toaster when toast is 
done. 


easily operated 


One turn of the knob closes the 
toaster — the Commander does 
the rest. 


uniform results 


Every piece of toast the same rich 
brown on both sides. Kept crisp 
and hot until removed. The timer 
may be regulated for medium or 
well done toast according to indi- 
vidual taste. 


Two Slives - 


¢ 


/ 


* 
> 2 
feed 
tae 
2 
* 
. F 


‘ 
Uj 


a oe 
ume = 
rs 

BY 

4 

; 

* 

} 


r 
> ’ 


automatically 


an 
Dealers - write for dealer: selling helps and discounts. 


, 


Chromium Finish 


$15.00 


dependable 


Made from highest grade steel and 
finest materials. Substantial and 
compact. 


economieal 


Operates on either alternating or 
direct current, using a minimum 
amount of electrical energy. 


safe 


All heating elements are carefully 
guarded against accidental contact. 
Important parts sealed against 
tampering. 


Manufacturers Representatives - There are'gome open territories available - write today. 
4 


& 





The products of this company are entered in the prize contest for this month. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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SELL LIGHTING NOW 


URTIS products are easy to sell. 1” igpers X-Ray Reflectors have been 
The line is complete, with an X-Ray sold through electrical wholesalers 
Reflector for every lighting problem. All in 1930 than ever before in a similar 
popular items are carried in your own period. It required only a bit more in- 
stock for prompt delivery. The more tensive and enthusiastic work. Here are 
important X-Ray Reflector groups are: some of the many places to sell X-Ray: 


SHOW WINDOWS STORES 
Jack Jill King Queen Giant Show Windows Show Cases 
Leviathan Pup Flood-Ray 
Hippo Color-Ray 
OFFICES 


Eye Comfort Indirect Luminaires 


HOMES 
Indirect Units for Portable Lamps 


EYE COMFORT LIGHTING 
Offices Drafting Rooms Schools 
Residences 
FLOODLIGHTING 


Amusement Parks Beaches 
Night Sports Tennis Practice Golf 
FLOODLIGHTING Gas Stations Parking Areas 
Sun Moon _ Star Buildings Monuments 


INDUSTRIAL INDUSTRIAL 
Beehives Jumbo  Big-Boy Foundries Machine Shops 
SHOW CASES Finishing Rooms 


Scoopettes  Hoodettes Gymnasiums Indoor Athletic Sports 


EVERYWHERE CURTISTRIP 
CurtiStrip X-Raylets Show Windows  Coves Wireways 


The local Curtis man is always ready to work with you on 
lighting prospects and help you win the Curtis prize. 


New York Office Curtis Lig hting Resident Engineers 
230 Park Ave. aeons inall Principal Cities 
CHICACO. U.S.A. 


or Europe 


Curtis Lighting~Europe. (A) 


Antwerp, Belgium 

















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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A WIDE MARKET 


No. 94322 


oR. M. ” Two Position Motor 
Starting Switches 


shunt the fuses in the starting position. As these 
switches break stalled rotor currents, there is not 
any danger when the switch is opened from the 
starting position. Handle automatically throws 
from “start’’ to “‘running’’ position when the hand 
is taken away, assuring fuse protection. 


“OF THE “R. M.” TYPE 


Boost Your Volume in the 
Summer Sales Contest during August 








TRUMBULL Rotor Movement (R.M.) Safety Switches 
are designed for severe use. . The fusible and No Fuse, 
Two Position Motor Starting and Motor Starting (for use 
with thermal cutout) types cover a wide range of adapt- 
ability for motor starting work. . . . Fast and easy sellers 
because of the unusualy wide market for these switches. 


CONCENTRATE ON 


TRUMBULL PRODUCTS 


No. 92361 T. P. 


ACCURATE OVERLOAD PROTECTION 


for the motor is obtained through the use of 
Thermal Cutouts in the type of switch pic- 
tured above. Fuses provide short  cir- 
cuit protection. This switch is suitable for 
all voltages to 575 Volts inclusive with the 
Thermal Cutout capacity limited to 30 am- 
peres. 


BOSTON 
1002 Statler Bidg. 


SAN FRANCISCO 
432 Fourth St. 


PHILADELPHIA 
511-619 N. Broad St. 


LOS ANGELES, CALIF. 


The products of this company are’ entered in the prize contest for this month. 


in the August Sales Con- 
test. . You may wina 
prize and you are sure to a 
develop new accounts that 
will bring additional busi- 
ness year after year... . 
The Trumbull line is com- 


2 No. 92221 
30 Amp. 250 V. 2 Pole, Fusible 
“R. M.” Switch 


The quick-make and quick-break feature combined 
with the double break gives this type of switch a 
high interrupting capacity which makes it ideal 
for motor service where the current interrupting 
capacity must be several times greater than the 
normal current carrying my a . Fuses are 


plete — Switches — Pan- 

elboards — Switchboards mounted directly apeve the ry % png re 
— Flex-a-Power — Buss  tge {°° ""Giatdr inust ‘be thrown ‘into’ “of” 
Wa and devices that your position before the cover can be opened. Switch 


cannot be thrown Mn ‘oe le is clos ib 
customers use every day. 2 and 3 Pole Switches, or mps. or 


Volts, available in Cast Iron Boxes. 


SOLD THROUGH WHOLESALERS 


NEW YORK 
803 Lincoln Bldg. 


Branch Factories—Switches, Switchboards and Panelboards: 


A. G. Electric Mfg. Co. Division 


SEATTLE, WASH. 


CHICAGO 
2001 W. Pershing Rd. 


DETROIT BRANCH 
415 Brainard St. 


ATLANTA 


A GENERAL ELECTRIC @ ORGANIZATION 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Now another big 


SELLING PoInTt 
or the 





Easy to install—takes the smash of cold 500 
watt gas filled lamps — inexpensive — these are 
some of the sales points you are using to sell 
Levolier Switches. Now add this one. . . Here is 
a simple little bracket that makes possible many 





voller Swrreny = 





Cord at Car Windo 
at Garage Door 











pictures below show just how the Levolier 


new applications of the Levolier Switch. These alicia iliac 


Temporary Display Booths 








Bracket works. It fits like a part of the switch 
and assures quick, reliable installation. 






At the right are sketches showing a few 











suggestive applications. A supply of en- 
velope inserts showing these appli- 
cations and large pictures of the 
switch and bracket will be 

supplied free with your 






















Fasten with 
two screws 
to ceiling, 
wall, or 
device being 
installed 


many you can use. 


Place 
Levolier 
Fixture 
Switch thru 
opening 
and screw 


Run cord 
from switch 
toa point 
convenient 
to use 


Send 
for Sample 


Send at once for free sample of 
the Levolier Switch Bracket and 
see for yourself how it works. It 
should help you increase your 
sales of Levolier Switches. 


| MCGILL |: 


| MANUFACTURING Co. 





ESTABLISHED 1904 


VALPARAISO - INDIANA 




















e e For V ilating F yer Si 
imprint. Tell us how Where Diffieult to Reach 























Showing 
Levolier Switch 
InstaHed 


with Bracket 








The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 





A $25 
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Now READY / 


a you received your Gpy? ¥ 


With this new catalog — 
an encyclopedia of “Superior 
Wiring Devices”"— you can 
surely and easily increase 
your sales quota....anda 
Jobber’s Salesman prize 
would come in handy. 








BRIDGEPORT ! CONNECTICUT,U.S.A. 


BOSTON: CHICAGO:-NEW YORK PHILADELPHJA:SAN FRANCISCO 


140 Federal Street 844 West Adams Street 60 East 42nd Street SUPERIOR Widener Building 149 New Montgomery Street 


WIRING DEVICES 


~~ 


(MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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BE SAFE ° BE 
| S 


<> 






In the background 
is a 30-60-100-amp. En- 

closed Safety Distribution 

Panel with four switches open. 

A close-up of one section, with 
blades in the “on” position is also 
shown. In the foreground is a 200-400 
amp. Panel with two switches open. 


Introducing... 
the NEW Square D Enclosed 
Safety Distribution Panel... 


Not only Dead-Front... but Safe 
All Around ... and Safe to Operate 


Greatest of the features of this NEW Square D product 
for the distribution of power and lighting is its COM- 
PLETE SAFETY. It is safe to open under full load ... and 
safe when it is open. It is totally enclosed . .. dead-front 
... and completely protected at all other points. No live 
parts can possibly be touched. Opening any unit of these 
Distribution Panels instantly disconnects ALL live parts, 
although leaving the fuses accessible upon their base. 
Opening of circuits involves no hazard to equipment or 


the operator. These panels also provide maximum con- 








MODERN ° 


QD 
— 







LS 
Z 


i. 


WiTH SQUARE OD 









A: 
YS 


> 










venience. ‘Made up of circuit 
units mounted upon channels in 
standard cabinets . . . with busses mounted 

in isolated compartments in the rear of the units. ' 
Units of all sizes are interchangeable in all cabinets 
and with all busses. Let us tell you how these NEW 


Enclosed Safety Distribution Panels can help you. 


SQUARE D COMPANY, DETROIT, U. S.A. 
Factories at: Detroit, Mich., Peru, Ind., and Milwaukee, Wis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 


er OFFICES 
Kansas City Pittsburgh 
Atlanta Dallas Little Rock Portland 
Baltimore Davenport Los Angeles Richmond 
— ptt SQUARE D Milwaukee San Francisco 
ysl pci Sieh ‘aaetacas Goametnt Minneapolis Seattle 
. . . a. é 
Cincinnati Houston DISTRIBUTION igo PANE L s Pitledstphie tei 
Cleveland Indianapolis Washington 


The SQUARE D Line is COMPLETE and Thoroughly DEPENDABLE 


Switch and Panelboard Division, Detroit 
Industrial Safety Switches 
Meter Service Switches 
SQUARE-Duct (the rigid suspension 
method for wiring) 
Panelboards for Both Lighting and 
Power 
Fuse Cabinets 





Outdoor Meter Boxes 
Voltage Testers 
Meter Service Breakers 


Industrial Controller Division, Milwaukee 


Automatic Starters 
Combination Starters 
Compensators 
Magnetic Contactors 


Resistors 
Pressure Switches 
Vacuum Switches 

Float Switches 


Specialty Division, Peru, Indiana 
Special Electrical Devices 


Special Porcelain Products 
Porcelain Insulators (182) 





The products of this company are entered in the prize contest for this month. A $25" 


prize will be awarded the salesman selling the greatest quantity during the month. 











50 THE JOBBER'S[A)SALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





SOCKETS 


° Ta. OD and OE 


e& 


Cc 


vv, 
: S OA andOB 


FOR industrial use where good SNAP-catch fastening for quick ieee 

, a“ “ No. escription 
looks are essential and good ser- assembly . . . And the “works —_——— —— 
vice indispensable . . . These lust- of this finest industrial socket is the Sa iN i 
rous BAKELITE Sockets give finish standard ARROW socket mechan- OC | Keyless Body, 660 Watts—250 
to a finished job of plant wiring. ism used in the brass shell line. Volts > + + + 


Unaffected by moisture or chemical Sturdy inside, showy outside; = saci ete 


fumes. Non-discoloring, non-cor- MAN Y-sided in its appeal to your Ow | Push-through Body 660 Watts— 
roding, non-conducting. Com- customers. Make it make good for 20Vols << + + 
plete insulation in damp places. you in the August Sales Contest! 217 |PendentCap © + + 


ARROW ELEGTRIG DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC Co. 
HARTFORD,CONN. 

















The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Here are two prize-winning displays. Colorful! 
Striking! Magnetic! Displays That Will Stop 
Passersby .... Like a Shot. Simple, too. Made 
out of Regular Dennison Crepe Paper and Burgess 
Displays. Installation by Your Dealers Means 
Bigger Orders for You ... and More “Repeats” 


You know what a snappy window display means to a 
dealer. Sales jump. Quickly, too! No waiting. Sales start 
increasing from the first hour, almost. It brings transient 
buyers into the store. It gives dealers an opportunity to 
make steady customers out of these transient buyers. Also, 
it helps dealers to sell other merchandise. People come 
in for the merchandise displayed and remember other 
articles that they need. A good, striking window display 
pays big dividends. 

The Burgess display signs in these window trims are 
quite the finest that we have ever had. Just the kind for 
you and your dealers who realize their sales-creating 
value, and are sufficiently interested to ask for the mater- 
ial. The display signs, together with full instructions for 
installing either of these prize-winning Burgess Window 
Displays, will be sent promptly to every one of your 
dealers who requests them. Urge them to write us—at once. 


BURGESS BATTERY COMPANY 
111 West Monroe Street, Dept. F-20, Chicago 
NewYork KansasCity SanFrancisco Atlanta Minneapolis Boston 
In Canada: Niagara Falls and Winnipeg 
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Window Displays for Your Dealers 





Urge Your Dealers to 
Install These Displays 


and Get the Full Benefit 
of BURGESS Advertising 
in These Publications: 


Saturday Evening Post 
Household Magazine 
American Boy 
People’s Popular Monthly 
Holland’s Magazine 
Southern Agriculturist 
Q. S. T. 

Country Gentleman 
Successful Farming 


Capper’s Farmer 


Michigan Farmer Indiana Farmer’s Guide 
Wisconsin Agriculturist and Farmer 
Farmer and Farm Stock and Home 
Nebraska Farmer Farm and Ranch 
Wallace's Farmer and lowa Homestead 
Pennsylvania Farmer Ohio Farmer 
Rural New Yorker Prairie Farmer 
Oklahoma Farmer and Stockman 
Dakota Farmer 




















































INSTALLATION IS EASY, QUICK 
AND INEXPENSIVE 


Simplicity is the key-note of these window displays. Nothing 
complicated about them. The directions are simple. Easy to 
follow. The Dennison crepe paper required costs very little. 
Each display was designed expressly for Burgess dealers . . . 
by men who are specialists. They are masterpieces. Sales- 
builders! In every sense of the word. It will pay you, individ- 
ually, to get every cne of your dealers to install them. Do so! 





| 


RADIO & ) SNAPLITES, 
IGNITION | C FLASHLIGHTS 
BATTERIES & BATTERIES 


| 











The products of this company are entered in the prize contest for this month. A $25 
prize wili be awarded the salesman selling the greatest quantity during the month. 
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A. S. Adams 
President 


A Few Blackall and Baldwin 


Company Installations 
The Advertising Club of New York City; 


Salvation Army Territorial Headquarters, 
New York City; Bible Institute, New York 
City; St. Marks Hospital, New York City; 
Residence of Arthur Curtiss James and 
other residences; Y. M. C. A.’s; churches; 
apartments; industrial plants, etc. 


40 years of electrical service in New 
York with the personnel unchanged, bar- 
ring deaths—such is the remarkable record 
of Blackall and Baldwin Company. What 
better recognition could there be of the 
high standards of business ethics practiced 
by a firm both within as well as without 
the organization? 


() ur Customers 


Advice On 


Blackall and Baldwin Company, 
40-Year-Old New York Firm 
of Electrical Contractors, Says 
, + + Complete Wiring Means 
Satisfied Customers * * 7 7 7 


66 UR experience has been that customers 

do not realize all of their own needs 
so far as wiring plans are concerned”, says 
Mr. A. S. Adams, president of Blackall and 
Baldwin Company, “and for that reason we 
make an extra effort to sit in when wiring 
plans are being discussed. This little aggres- 
sive ‘help’ on our part saves the client more 
than he may realize—removes the necessity 
for correcting mistakes after the wiring has 
been installed. It saves, for example, the 
trouble of adding convenience outlets where 
they have been omitted. 

“It is only natural that our customers have 
discovered that our ‘extra help’ has given 
them a better job of wiring than they would 
otherwise have had. Many of our customers 
have come back over a long period of time 
to get our advice on complete wiring. Even 
architects and engineers drop in to confer 
with us on wiring plans. We have found that 
it pays to be aggressive in helping the cus- 
tomer help himself. 

“Equally important to a successful installa- 
tion,” continues Mr. A. S. Adams, “is the 
selection of the best quality wiring materials 
for the job. All of our departments have in- 
structions to see that only the highest grade of 
wiring materials are used. This results in 
lasting satisfaction on the part of the client. 
He never has to worry about his wiring once 
it is installed. In this connection, we also 
maintain a service department to take care of 
any necessary repairs to residences or other 
buildings. This little added attention pleases 
the client. We find that always thinking first 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Come Back for Our 
Complete Wirmg”. « . 


of our customer—by giving him complete wir- 
ing plans, better wiring and additional serv- 
ice—naturally makes him think first of us 


when he thinks of wiring”. 


For over forty years Blackall and Baldwin 
Company have been thinking first of the 
customer—giving their clients the benefit of 
their varied experience in wiring many of the 


finest homes, hospitals and public buildings 
in and about New York City. Like many 
other leading electrical contractors, 
BlackaJl and Baldwin Company use 
Cutler-Hammer Wiring Devices. Here, 
in a complete line, they find a wiring de- 
vice for every purpose—every device 
backed by the guarantee of Cutler-Ham- 
mer’s thirty years of experience in the 
making of electrical equipment. Specify 
Cutler-Hammer on your next job—on 
every job. Your installations deserve the 
protection of Cutler-Hammer quality. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 


MILWAUKEE, WISCONSIN 


C-H Toggle Type Surface Switch has a 
beautiful Thermoplax cold-moulded base, 
cap of polished nickel, and a black com- 
position operating lever which indicates 
whether current is on or off. Made in 
single pole, double pole, 3-way and 4-way 
types. Approved by the Underwriters. 


UTLER 


MODERN WIRING 









Thomas F. Hylan 
Secretary 


C-H Catalog 7920 Duplex Recep- 
tacles (black or brown) are small and 
shallow—designed for easy handling 
and quick wiring. Parallel slots are 
polarized. Contacts are heavy one- 
piece phosphor bronze, doubled to in- 
sure firm contact at all times regard- 
less of length of service and to prevent 
stubbing. (Cat. 7910 single is same 
construction.) Approved by the Under- 
writers. 





















Howard D. Black 
Vice-President 











C-H Automatic Door Switch is especially 
convenient for lighting closets. Light turned 
on prseetaaad «tee when door is opened. 
Furnished in two types—with approved 

x for Loom, “BX” or Non metallic, 
sheathed cable—or without box, but to fit 
any standard switch pany for rigid conduit 
work. Approved by the Underwriters. 


AMMER 


NECESSITIES 

















(A-304) 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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SWITCH & RECEPTACLE; °°” 
COMBINATION 


WwW 


A DOUBLE- 
CONVENIENCE 


HH 


UNIFIED 








=asameot 


VE 2= pace 


i 


Poraad 








Wired in half the TIME ... and with less 
MATERIAL than required to install two de- 
vices separately. Gives the user twice 

the CONVENIENCE of switch or receptacle 
alone. Puts the two devices in a single wall 

box ... puts them behind one wall plate... . 

As usually wired, Switch controls the lights, while 
Receptacle functions separately for appliances. 
(Or switch can be wired to control current in re- 
ceptacle) . . . No. 3974 has plate of BAKELITE, 
with ribbed surface and art border. No. 8998 has 
060” brass plate. The line is complete: single- 
and double-pole switches, in ratings required. 
Here's an item with Popularity to put to work in the 
August Sales Contest; make it work for your money ! 


HAKT & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 


The products of this company are entered in the prize contest for this month. A $25 
eprize will be awarded the salesman selling the greatest quantity during the month. 
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= 
HELLO QuINTus,— | GEE! THAT SouNDS | 
GOING HOME ? VLLe =4 INTERESTING: — = 
GIVE YOUALIFT,iVE | | BASEMENTS ARE | 
GOT SOMETHING IN My | |GOOD PLACES To 


BASEMENT THAT WILL VISIT THESE ' 
APPEAL TO YOU TOO ! ) 
gy 










WELL! I'VE STARTED HOME 
WITH A BUNCH OF BUSS LIGHTS 
HALF A DOZEN TIMES, AND 
/ SOMEBODY ALWAYS GETS ‘EM 


AWAY FROM ME, THIS TIME 
I'LL JUST TAKE ONE AND SEE 


IF | CAN GET 
HOME WITH IT 


OK! TAKE 
YOUR PICK 
AND I'LL 
WRAP IT 
FOR YOu! 



























HOT DAYS! | 


£33 


£7233, 
















































MAN! YOU'LL GET | {M-mM-M-M-AND 
A REAL KICK OUTA ba dy I HAVEN'T 
I'VE GOT IN. FT] BEEN INVITED 
MY BASED ENT — 3 INTO ANYBODYS 
BASEMENT FOR 

JUST CAME LAST NIGHT 






















"| SEE ? | DIDN'T KNOW 
] | WAS COMIN'TO SEE 
Hil ANYTHING- — WAIT, |. 
45 WE'LL PLUG IN MY 






\ DARK JN HERE 
_|'FRAID YOu 







































(THERE You 


ae MY MOUTH ALL SET FOR 
ARE! ARE'NT A 


“4 SOMTHIN' TO HERE,} 
2 |)GIMME MY BUSS LIGHT |: 
| PM LATE GETTING HOME |. 



























A-HEART I'VE | 
GOT A FAMILY TO \ 


| | THINK OF TOO!-AND | 


A KICK OUTA SEE/N'| 
'EM AND I'M SURE [23 
GLAD YOU HAD THIS 






se || enon steal _| THAT LIGHT 1S FOR 
|KEeepittok / THEM-C'MON _/ 


















| SHOW OFF K 
| THE FAMILY §? 


GIMME IT— 
| Better | f 





























NEW USES FOR BUSS LIGHTS POP UP EVERYWHERE -THATS WHY THEY 
ARE AN ALL-THE-YEAR-ROUND SELLER-AND DEALERS WHO DISPLAY ‘EM SELL 
‘EM — THEN YOU SELL THE DEALER MORE ~AWD EVERYBODYS MADDY 








BUSSMANN MFG. CO. ST.LOUIS *3F 


Aaa JOINT DIVISION OF MCGRAW ELECTRIC CORP. cuamo scarws 
ates . os is : . iN @ASE 
mene Wherever cndenidual leght-s-meoded the bust wilt fit 


The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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WERE Your DEALERS 
“CAUGHT” 





By the Recent 
Tube Price Reductions g 


The recent reduction in tube prices cost thousands of re- 
tailers hundreds of thousands of dollars. The announce- 
ment, coming in the middle of the Summer season, 
“caught” these dealers with between-season inventories 
that do not come within restricted rebate provisions. 


But,— 


Sylvania Dealers will have no price reduction losses on 
any of their tube stocks because of the Sylvania Unlimited 
Price Protection Policy. 

On the day of the Announcement Sylvania Inventory 
Forms were mailed to the trade, which, when returned, 
will be followed by credits covering every Sylvania Tube 
in stock—no matter when purchased. 

Sylvania Dealers do not worry about sudden price reduc- 
tions. Sylvania Dealers take no losses when prices are 
reduced. Sylvania Dealers can take full advantage of sales 
stimulated by new low prices because they can afford to 
carry full stocks at all times. 


Get the full details about the Sylvania Unlimited Price 
Protection Policy. 


SYLVANIA PRODUCTS COMPANY 


Emporium - - Pennsylvania 


* 
— b & 
fg RADIO TUBES 


Licensed Under RCA Patents siaitcmumiaie: 
it’s the tube that makes the radio 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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WHEELER 
DURATACH 








Duratach—a quickly detach- 
able two-piece construction. 
Combines maximum con. 
venience, economy and light- 
ing efficiency. Recom- 
mended for general Indus- 
trial illumination. 








Whatever demand you may 
receive for Industrial or Out- 
door illumination, you will find 
a unit to meet it efficiently 
and economically, in the wide 
range of Wheeler Reflector 
designs. That fact means that 
you can absolutely satisfy your 
customer; you can provide him 
with the illumination he needs 
—and you can be sure that it 
will serve him to his complete 
It is this wide 
range of Wheeler lighting units 


satisfaction. 


and their proven efficiency that 
guarantee you a_ substantial 
sales volume with the Wheeler 


Line. 











WHEELER 
GLASSTEEL DIFFUSER 





Provides finely diffused, even 
and highly powered light. 
New spring type globe holder 
firmly supports globe in re- 
flector neck. An ideal unit 
for fine operations. 

















WHEELER OUTSIDE 








Especially recommended for 
floodlighting miniature golf 
courses — service stations — 
and similar locations. Has 
many exclusive and superior 
features. 








FLOODLIGHTING UNIT 

















WHEELER 
DUSTIGHT COVER 





Heat resisting glass lens and 
metal retaining frame pro- 
tects lamps, sockets and re- 
flecting surfaces. This is but 
one of the complete line of 


Wheeler Lighting Accesso- 














WHEELER ARCOLUX 





A new SIGN REFLECTOR 
for circular and other small 
signs. Inconspicuous . 

no extra parts + pro- 
vides intense illumination . . . 
design prevents any light 
loss. A popular unit. 

















I 


WHEELER REFLECTOR COMPANY, 275 Congress St., BOSTO 


NEW YORK 


ries. 

















ATLANTA 


St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. 





The products of this company are entered in the prize contest for this m« 


i 


N, MASS. 


CLEVELAND 
Canada: Canadian General Elec. Co., Ltd. 


onth. A $25 


prize will be awarded the salesman selling the greatest quantity during the month 
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Ordinary Switch 


Actual test under stalled rotor con- 
dition. 100 amp. 3 pole 600 volts 
A. C. Open circuit voltage—630-640. 
Closed circuit voltage—573. Am- 
peres 151. Power factor 35%. 
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Noark QUADBREAK Switch 


Same test on Quadbreak. 200 Amp. 
3 pole 575 Volts. Open circuit volt- 
age—630. Closed circuit voltage— 
500. Amperes 300. Power factor 
384%. 








HERE’S THE DIFFERENCE! Quadbreak Does Not 
Simply Snuff the Arc. It Actually PREVENTS It 


It has been said that “Colt’s were most 
plentiful where gunsmiths were scarcest.”” 
And rightly so because they are accurate, 
dependable, safe and free from trouble. 
And today where service is most severe 
you will find Colt-Noark Quadbreak 


switches. 


Safety to workmen and safety from 
fire are assured with the elimination of 
the arc as shown in the photo of Quad- 
break. It is simple to understand—and 


In the August Grand 
Prize Race, Pick the 
Right “Colt’—and Win! 


easy to put across to buyers of safety 
switches. 


But one of a complete line of Noark 
electrical protective devices, Colt Quad- 
break is a product enjoying universal 
consumer acceptance and wide industrial 
usage. 


In selling Quadbreak the above true- 
to-life records of performance will be 
useful—and convincing. 


COLT’S PATENT FIRE ARMS MFG. CO., Electrical Division, HARTFORD, CONN., U.S.A. 


Established 1886 Electrical Division 1886 





The products of this company are entered in the prize contest for this month. A $25 
oo 


prize will be awarded the salesman selling the gpeatest quantity during, the month. 
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Wired artis Paranite... 


for Permanence 





Tix increasing preference for Paranite 
Insulated Wires and Cables is reflected in 
the choice of this fine wire for the beauti- 
ful new Waltower Building in Kansas City, 
where it was used exclusively. 

Electrical engineers, contractors and 


architects have learned that the Paranite 





slogan “better than code requires” is more 


=", 


than a phrase —that Paranite works easier, 
and endures longer. 

The Manhattan Construction Company, 
Muskogee, Kansas City and Tulsa, were the 
contractors on the Waltower Building; 


R. B. Randall Electric Company, Inc., of 





Kansas City, were the electrical engineers; 
and A.C.Wiser, of Kansas City and Tulsa, 


PARANITE 


“iF It’s PARANITE It’s Right” 


INSULATED WIRE and CABLES 





INDIANA RUBBER AND INSULATED WIRE CO. & JONESBORO, INDIANA 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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The Business Paper... 


and 
the Open Mind 


“CHOW me a business that has ceased to think” 
says John Moody, famous economist and invest- 
ment advisor, “‘and I’ll show you a firm that is on the 
down grade. Show me a concern where ideas are 
no longer welcome and I'll show you one that is 
getting ready to die of dry rot. Show mea company 
that has cut itself off from the stimulation of other 
men’s thought and other men’s knowledge and I 
will show you a firm whose days are numbered.” 
And on the other hand, wherever you find a 
healthy, progressive corporation you will find the 
open mind. You will sense an alertness to know and 
use the experience of others. Almost inevitably you 
will discover that executives regularly and systemat- 
ically read the business papers of their own and 
related fields. Indeed, it is a fact, striking in the 
frequency of its recurrence, that outstanding firms 
make a policy of requiring executives to follow busi- 
ness papers for new ideas, new facts, new develop- 
ments. From such a policy springs the perennial 
resourcefulness that brings success. 


The business press of today does more than any 
other single factor to keep business on its toes. 
Leading thought, improving methods, continually 
adding to the available store of exact working infor- 
mation, the business press performs a very real ser- 
vice to the Nation. 

To that service the business paper of today owes 
its influence with business men. To that influence 
it owes its position as a strong, independent organ- 
ization; commanding a sound, paid circulation; court- 
ing no favors; truckling to no influence; earning its 
advertising revenue because it is the kind of publica- 
tion in which advertising is both read and believed. 














John Moody is among the best known of 
economists and financial advisors. Asa writer 
on business subjects he is scarcely less well 
known than as President of Moody's In- 
vestors’ Service, investment counsel to many 
great financial interests. A keen analyst of 
businesses as investments, few men have bet- 
ter opportunity to evaluate progressive man- 
agement as a factor in success, or to observe 
the outstanding part played by technical, 
industrial and merchandising papers in the 
development of modern business. 


A X0- 


THIS SYMBOL identifies an ABP paper... It 

stands for honest, known, paid circulation; 

straight-forward business methods, and edi- 

torial standards that insure reader interest... 

These are the factors that make a valuable 
advertising medium. 


This publication is a member of the Associated Business Papers, Inc... . a cooperative, 


non-profit organization of leading publications in the industrial, professional and merchandising 


fields, mutually pledged to uphold the highest editorial, journalistic and advertising standards. 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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ARCTURUS 
BLUE TUBES 





THE WHOLESALER IS THE MOST IMPORTANT MAN IN TILE INDUSTRY 


THIS HANDY CARTON —a compact, self-con- 
tained mailer that requires no re-packing — 
contains a complete set of Arcturus Blue Tubes 
ready for delivery with a radio receiver. The 
kits are easily identified by the black and blue 
design, similar to the well-known Arcturus Tube 


carton, 


packed in KITS for all leading radio sets 


Now, a new package is available 


containing a complete set of 


ARCTURUS Tubes for each leading 
radio receiver. Include the right 
Arcturus Kit with any receiver you 
sell and give your customers “radio 
insurance”— assurance that they 
are getting a quality tube that will 
get the most out of any radio set. 

And — with the added exclusive 
advantages of 7-second action, 


clear, humless reception and ex- 
ceptionally long life— you can be 
sure that Anes Blue Tubes in 
these convenient new kits will 
satisfy any set buyer. 

Use Arcturus Blue Tubes, in kits 
or individual cartons, for best re- 
sults with every make of radio 
receiver you sell. 


ARCTURUS RADIO TUBE COMPANY 
Newark, N. J. 


Ask your jobber for the details of the 
attractive Arcturus plan. 





ARCTURUS 


TUBES for every RADIO 


The products of this company are entered in the prize contest for this month. 


ACT - ee 


SECONDS 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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““Get up! Whoa! 








You’ve seen some electrical men 
figuring Wackwaxds 


on fitting costs 


OU’VE seen them “‘save’’ a few cents on the pur- 
chase price of fittings that cost about twice as 
much fo install. 


And you know from experience that it’s the cost 
installed that counts. The fittings that cost least 
in the line are the cheapest to use. 


That’s why so many experienced electrical men 
have standardized on KONDU Threadless Fittings. 


KONDU often saves as much 
as 50% of installation time 


No back-breaking threading work, when KONDU 
is used. No expensive threading machines, no pipe 
stocks or dies to buy and maintain. No tools but a 
hacksaw and ANY ADJUSTABLE WRENCH. 


KONDU slips over the ends of conduit that’s 
threaded or unthreaded, and a few turns of the lock- 
nuts puts the fitting in place to stay. Never known 
to loosen from vibration. 


And KONDU goes in close to girders, on bends, in 
corners and other hard-to-get-at places, as easily as 
on straight conduit. And can be taken out of the 
line at any time without disturbing any conduit--or 
pipe straps. 


The line is complete--there’s a KONDU Thread- 
less Fitting for every standard electrical requirement. 
Write for our catalog, giving the facts you should 
know about the improved threadless fitting--KONDU. 


ERIE MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, PA. 
Canadian Representative: 


Kondu Manufacturing Co., Ltd., 
Preston, Ont. 


“Use a KONDU Instead of 
a Thread’”’ 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awatded the salesman selling the greatest quantity during the month. 
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RADIO ++ TUBES 














a 
RADIO ++ TUBES 








The prestige of selling 
the original radio tube 


WHEN you offer De Forest Radio Tubes to 
your dealers you have a decided advantage 
to begin with . . . the recognized prestige of 
the name De Forest among retailers and con- 
sumers the country over. 


Point out to your dealer the many other ad- 
vantages of pushing De Forest Tubes—their 
higher vacuum—their rugged mechanical con- 
struction, insuring longer operating life—their 
heavy oxide coated filaments that give greater 
electronic emission. 


And the recent price reductions enable your 
dealers to sell De Forest Tubes to their custom- 
ers at 20 to 25% less than other makes. 


DE FOREST RADIO COMPANY 


(AU 20s4 





Boston, 


( WIN THAT $25! ) 


Remember, $25 goes to the 
jobber’s salesman who sells the 
most De Forest Radio Tubes 
during the month of August. 

You’ve got the product! All 
you need to win the $25 is a 
little extra pressure behind 
your work—a little more push 
and pep and enthusiasm. 

Somebody is going to get the 
prize—and it may as well be 


L you. 2 
a , PASSAIC, N., J. 


Branch Offices Located in 

















New York, Philadelphia, Atlanta, Pittsburgh, Chicago, 


Minneapolis, St. Louis, Kansas City, Denver, Los Angeles, Seattle, 


Detroit, Dallas, Cleveland. 


RADIO TUBES 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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NOW. 


is the ideal time to sell 
ELECTRIC 


Ventilation 


T is a pleasure to cooperate with Jobber’s 
Salesman in their summer sales contest. 
We are gladly behind any well-defined, or- 
ganized movement which makes the men in 
the field realize their true opportunities in 
the business in which they are engaged. 


The electric ventilation field keeps growing by 
leaps and bounds. Itoffers 


The Ventura Ventilator for factories, garages, restaurants, 
recreation centers—wherever people work or gather. 


an ever-increasing oppor- 
tunity for greater profits. 
Especially now ... during 
the hot summer months 

. when people every- 
where are “heat and ven- 
tilation-conscious”. Of- 
fices, restaurants, stores, 
shops, industrial plants 


. all types of build- 


ings, new or old... 


provide a wonderful opportunity also for 
summer sales. 


Everywhere—thedemand is forclean,cool,fresh 
and wholesome air. American Blower Electric 
Ventilating Equipment provides it... econom- 
ically and efficiently. It is because American 
Blower is one of the oldest and most respected 
names in the electric 
ventilation field .. . be- 
cause American Blower 
equipment is backed by 
more than 49 years of 
specialized experience. 


You will find it easier to 
sell American Blower 
Ventilating Equipment... 
especially now, when real 
quality and dollar for dol- 
lar valueareall-important. 


(1045) 


AMERICAN BLOWER CORPORATION, DETROIT, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


American Rlower 


7 VENTILATING; HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 


SD wanounc EQUIPMENT SINCE 1886! 














© MBS wranuracturers | OF ALL TYPES OF AIR 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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HY the year 1856 fourd us living in 
Belfast, we like its originator James 
Comb, would probably have thought that 
for many purposes the manila rope drive 
was just due the last word in Efficient 
Power Transmission. 


Today, however, alert production men are 
enthusiastically backingits great, great grand 
child in the form of Gates Vulco Rope Drives. 


Andin Denver theGates Rubber Company i 
makers of this new efficient drive, practice 


BUSS FUSES 


ELECTRIC?. + = SAFETY VAL 


Efficient Power I ransmission 


EFFICIENT SELLING 

Selling products 
which give the user 
the most dependable 
results at lowest cost 
is a sure way to re- 
peat orders. 

That’s why selling 
BUSS Fuses helps 
you build and hold 


more business. 


the efficiency they preach by seeing to it 
that in the transmission of their electrical 
power the best in fusing efficiency is obtain- 


ed thru the use of BUSS Renewable Fuses. 
Just tarry long enough in your search for 
greater plant efficiency t to thoughtfully com- 
= BUSS Renewable Fuses with others. 
ou will find it interesting and profitable. 
A free sample awaits you. 


BUSSMANN MFG. CO. + + ST. LOUIS, MO, 


Division of McGraw Electric Company 


VE MEANS ONLY 


The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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I am needed in 
more places 
than ever betore 


toe 


a 


The Time Pointer 
The dial rotates once every 24 hours. The sta- 
tionary pointer {red} points to the correct time. 
It is 40’clock. Notice that the figure 4 {P. M.} 
is opposite the pointer. Dial can be set on time 
instantly without disturbing the “on” and “‘off” 
arms. 


Easy to Use 

TORK CLOCKS are popular with the people 
who use them. The dial arms set easily, defi- 
nitely without disturbing dial and without 
tools. The center wind, with key always in 
place, is constructed to make overwinding im- 
possible. The switch may be operated safely 
and easily by hand without effecting the auto- 
Matic operations. 

















“Put Down I—and 
Carry 2” 


No. 1 is the “off” arm [Black]. Press the 


button and set it for “lights out.” 


No. 2 is the “on” arm [Red]. Lift it and click 
it into the right hole for “lights on.” 


TORK CLOCKS 


are used all over the world for turning electric lights on and 
off regularly at the right times in store windows, electric 
signs and for a great variety of timed electrical service. 


Latest Price Bulletins on Request 


TORK CLOCKS, Inc., 12 East 41st St. NEW YORK 


Factory and Service Department now consolidated at 


LINDEN, N. J. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Hoosier Jobber Celebrates 
Seventieth Year 


Boetticher & Kellogg, Evansville, 
Ind., recently celebrated its sev- 
entieth year in the jobbing industry. 
In connection with the anniversary 
the company had a 14 page section 
in the Evansville Courier, giving the 
history of the organization and its 
personnel. 


* * 


Why Jobbers Fail 
(Continued from Page 13) 


* 


and will handle any electrical items 
they can sell at a profit. Power com- 
panies will manufacture appliances 
and sell direct whenever they can 
profit by so doing. They will sell at 
whatever prices they choose to quote. 
The only recourse of the jobber is to 
charge unfair competition if products 
are sold below cost. What the job- 
ber may expect in this direction is 
suggested by the report that the De- 
troit Edison Company is going into 
the manufacture of appliances and 
will sell electric ranges for less than 
$100 which are customarily sold 
around $200. Chain jobbers have, of 
course, assumed a very important 
place in the electrical industry, and 
the consensus of members of the 
trade with whom I have come in 
contact is that they will continue 
to develop more rapidly than inde- 
pendents. A composite view of two 
manufacturers follows: “Chains 
will grow more rapidly than inde- 
pendents because they are better 
financed, better managed, have more 
foresight and do safer buying. They 
handle good, standard, reliable, well 
advertised merchandise.” The pres- 
tige and power of the chains are such 
that there is little reason to believe 
the practice of giving them “inside” 
prices or secret rebates will be dis- 
continued. The independents’ only 
recourses are to seek the same prices 
or claim unfair competition. Manu- 
facturers will undoubtedly continue 
to sell directly to large buyers 
wherever it is. profitable to do so. 
Finally, if we may assume that in 
the future the members of the trade 
can display no more ability to get 
togther than they have in the past, 
chaotic trade conditions will continue 
indefinitely, particularly when there 
is less than a normal amount of busi- 
ness to be had. 








LEADERS ror you 


IN THE SUMMER SALES 
CONTEST ¢ * ° © © © @ @ 


LATROBE 
PRODUCTS 


assure unusual 
profits for Jobbers 
and their salesmen 
in August+++v-+vv+¥-+ 





No. 300 ‘‘Latrobe’’ 
get Floor Receptacle 


Mid- 
and you may win a prize in the 


Summer Sales Contest. . . . Consider 
this—a 100 per cent jobber policy, 
backed by the manufacturers of LA- 
TROBE PRODUCTS—floor boxes, 
junction boxes, fish wire, conduit 
benders, etc.—all leaders in quality 
and known for their long satisfac- 


tory service. You can open new 





accounts in August and you can 
build steady year ‘round repeat busi- 
You'll find it more than worth 
your while to specialize on LA- 
TROBE PRODUCTS in the August 
Sales Contest. 


FULLMAN 
MEG. CO. 


LATROBE PA. 


No. {10 non-adjustable 
water-tight floor box 


ness. 





No. 130 adjustable water- 
tight floor box 





No. 401 ‘‘Bull Dog’”’ In- 
sulator Support 


“100% Jobber Policy” 





Con- 


‘*Latrobe”’ 
duit Bender 


No. 625 






















































The products of this company are entered in the prize contest for this month. A 


prize will be awarded the salesman selling the qpeatest quantity during,the month. 
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A. E. Durin 
(Continued from Page 16) 


that sends young fellows down to the 
sea, into the jungle and various other 
far off places. 

In this case our subject landed on 
a surveying gang which was mapping 
out a new railroad in Louisiana. Be- 
ing a preliminary survey, it was just 
that much harder. The main rule of 
the camp was breakfast at 5:30 
A. M., and they worked as long as 
they could see through the instru- 
ments. Add rough going, bad 
weather and a mass of equipment to 
lug around and anyone can see it was 
no picnic. Mr. Durin says most 
people think of surveying as one man 
looking in a doofunny and waving 
his arms at his pal up the road, add- 
ing that he never worked so hard 
before or since and has no desire to 
do so. 

It is a far cry from a surveying 
camp in the swamps of Louisiana to 
a clerkship in a haberdashery, but 
young Durin returned to Cedar Rap- 
ids after six months down south and 
spent the next year handing out 
men’s furnishings. While this was 
only a stepping-stone, it taught him 
to sell and handle customers, and 
started the salesmanship bee buzzing 
around in his head. Being acquainted 
with some of the executives in the 
Economy Furnace Co., in Cedar 
Rapids, he went to work for them, 
selling hot air furnaces on commis- 
sion, traveling the State of Iowa. He 
must have done pretty well, for he 
stayed five years at it, made money 


pv: 


The Derby Club of the General Electric Supply Corp., 
Kansas City, Mo., recently held another reunion. This group 
was organized not in the interest of the sport of kings but for 
the general protection of all men wearing “iron hats.” The 
“derby dukes” standing in the second row are, from left 
Jack Britton; W. E. Rodgers; C. A. Pohlman; 


to right: 


and was sales manager when he left, 
at the age of 27. 

At that time J. B. Terry had a 
retail fixture store and electrical con- 
tracting business. He had also added 
and operated for about a year a 
wholesale electrical supply depart- 
ment out of his basement. He had 
known Durin for some time and in 
one of their infrequent talks the sub- 
ject of a partnership was brought up. 
The latter had some money to put 
in and the result of their conference 
was the connection which has en- 
dured ever sirice. 

The significant feature of the part- 
nership was that they immediately 
decided on a very radical step. Mr. 
Terry’s retaii business had made 
money for him, the wholesale end 
had not. In spite of this, they de- 
cided to sell the retail, which had 
paid, retaining the wholesale, which 
had not, and this was made clear in 
the agreement. The reason for this 
apparently unwise move was that 
they felt the ultimate future was 
much brighter for the wholesale in- 
dustry, and even when he was alone 
Mr. Terry had come to the conclu- 
sion that he could not handle both. 
So Mr. Durin came in as secretary 
and they began to expand. 

When the partnership was formed 
in 1909, the business was quite mod- 
est and located in a small place on 
Second street. Although a_ book- 
keeper and a_ stenographer were 
employed, the partners cheerfully 
performed about every kind of work 
from janitor duties up to high- 
powered selling. They travelled alter- 
nately in the territory themselves and 


‘had just one other outside salesman. 

For the first two or three years 
the going was naturally rough, but 
by 1916 the company had progressed 
to the point of outgrowing its quar- 
ters. In that vear they offered sub- 
stantial proof of this progress by 
building and occupying the fine home 
which is their present address, at 421 
Seventh avenue. This is a well-built 
brick structure, modern in appear- 
ance and construction even at the 
present time. 

In 1920, the name of the company 
was changed to the Terry-Durin Co. 
It has been a member of the N. E. 
W. A. since 1910, and the firm has 
fallen in line with all the constructive 
movements occurring from time to 
time. They have been radio whole- 
salers since 1922. 

In 1907, Mr. Durin married Miss 
Bertha Walker, a Cedar Rapids girl. 
They have two sons, George, 15, and 


‘and Jack, 19 years old. Jack is a 


freshman at Northwestern Univer- 
sity and has just returned from a 
training cruise on the U. S. S. Wyo- 
ming, which took the boys, as Naval 
Reserves, to the Azores Islands. 

Golf and duck hunting are Mr. 
Durin’s present day hobbies. For 
ducks he goes to northern Iowa and 
Minnesota, as well as to Beardstown, 
Ill., where many of the Chicago boys 
gather. In golf he has always been 
far above the average. In fact, he 
won the Cedar Rapids Country Club 
Championship in 1927, and the City 
Championship twice before the 
War. He is one of the organizers 
and a charter member of the Cedar 
Rapids Country Club. 





G. T. Gleason; Curtis Turner; Hugh Short, and Harry Rice. 
Those in the front line are, left to right: 
H. J. White; W. F. Diettrich; E. A. Oas, manager of the 
St. Louis branch; F. M. Bernardin, district manager; J. C. 
Johnston; R. E. Decoy; J. H. Hankins, and A. W. Gilmore. 
The club meetings are always well attended. 


C. J. Sampson; 
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very line 
Is isolated 
with this tacky, 


HEAVY DUTY 
~~ TAPE - - 


wfoee sfone 
LST FRICTION rt gs NMA eS 
elevate ad A 







Firestone 
FRICTION 
TAPE 





of Quality 


HIGH TEST | 


“Firestone 


TT... adhesive sulphur-free rubber compound 
developed by Firestone engineers fuses the coil 


into a one-piece jacket—leak-proof, dust-proof, oil-proof 





—like a solid coupling. This tape, with its great resist- 
ance to heat, cold, moisture and age, is known through- 
out the Electrical Industry as the long life friction tape. 

Let us send you our specifications and prices. 
Firestone Friction Tape is packed in attractive dis- 
play cartons for resale, and is sold in bulk to power 


plants and manufacturers. 


Firestone 


FRICTION TAPE 
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Two Guaranteed Time Switches 
Offering a Prize and a Profit 


XJOW is the time to approach contractors on the subject of time 


prize will be awarded the salesman selling the greatest quantity during the month. 


4 switches. 


With these two lines of 8-day switches—the new 


“Reliance” operating 2 or 3 circuits in 7 different ways and selling 
for from $28.00 to $32.00, and the “Racine” Time Switch meeting all 
competition with quality at $19.50 (10 amp.) and $23.00 (20 amp.)— 
you can take both quality and price business. Let’s put some special 
effort on “Reliance” and “Racine” and knock off that $25.00 prize. 


RELIANCE 


An eight - day 
straight on and 
off switch, single 
or double pole, 10 
to 50 amp., A. C. 
or D. Cc. up to 
250 V.; also 2 
and 8 circuit, 
single and double 
pole for apart- 
ments. 


RACINE 


An eight - day 
straight on and 
off switch also 
controllable by 
hand. Double or 
single pole, A. C., 
or D. C. 260 V. 
or less. 10 Amp. 
$19.50, 20 Amp. 
$23.00. 


Carries a One 
Year Guaran- 
tee of accuracy 








The New Reliance 


With 15 new improvements, highest grade 
movement and perfect workmanship through- 
out, the new “Reliance” is guaranteed uncon- 
ditionally for one year. If service is not 
perfect, user can remove mechanism in two 
minutes with screw driver, mail to factory 
and receive new mechanism by return mail. 
Made in both open or closed face type with 
door that can be padlocked. Approved by 
National Board of Fire Underwriters. 


A few uses for time switches 


Theaters 

Signs of All Kinds 
Show Windows 

Store Lights 
Apartments (Hall Lights) 
Traffic Signals 


Motors 

Pumps 

Oil Burners 
Coal Stokers 
Ventilating Fans 
Poultry Houses 


And Many Others 


“Racine” Time Switches 


After 30 years’ experience with clock 
movements, the “Racine’-—a more sim- 
ple, high quality, time switch with a 
dust-proof case—was produced to meet 
the demand for an inexpensive switch. 
Movement, weighing nearly two pounds, 
will last twice as long as switches hav- 
ing small, delicate movements. Ma- 
terials and workmanship are the best. 
Approved by National Board of Fire 
Underwriters. 


RELIANCE 


AUTOMATIC LIGHTING CO. 


Makers of Time Switches for 21 Years 


Racine, Wisc. 


The products of this company are entered in the prize contest for this month. 





Mr. Durin has helped the company 
grow since it was a small organiza- 
tion of five people. Today it employs 
30 and has a floor space of 23,000 
sq. ft. He is proud of his company 
and his industry and the faith he 
showed when he came to the com- 
pany has been justified. As to the 
future of the wholesale electrical 
business, he hasn’t a care in the 
world. His opinion is that any jobber 
who has played the game, avoided 
waste and tried always to build 
wisely rather than swiftly, will con- 
tinue to prosper. He points out that 
a position of security is not secured 
for nothing, but is the result of hard 
knocks and careful. planning, backed 
by the concerted éfforts of everybody 
in the house. « +* x 


We Don’t Worry About 
Chains 
(Continued from page 30) 
The independent jobber would do 
well to give these little things the 
attention they deserve. 

The duplication of lines is another 
source of useless overhead. We 
made a considerable reduction of our 
inventory by selling fewer brands of 
the same article and placing more 
selling effort behind those we choose 
to retain. 

Unprofitable departments were 
also eliminated under the re-organ- 
ization. The repair department fin- 
ished the work on hand and then 
passed out of the picture as we had 
no room in our scheme of things for 
any department that could not stand 
on its own feet. Likewise the auto- 
mobile department was discontinued. 
We believe it does not pay to go 
into this line unless one does so ex- 
tensively and to do that would take 
us too far from our principal busi- 
ness of electrical supplies. 

The independent jobber who seri- 
ously analyzes his business and 
eliminates unprofitable departments, 
territories, and methods of doing 
business has little need to worry 
about what the chains are going to 
do. What he does, or does not do, 
has a far more reaching effect on 
his business than any action they 
could or will take. 

* * 


Charlotte Graybar in New 
Quarters 
The Graybar Electric Co., Char- 
lotte, N. C., announces the opening 
of its new offices at 1101 West More- 
head St. 
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SUNLIGHT from Lamps! 


LENTY of health-maintaining 
summer sunshine all year ’round! That is the important news 
which will shortly be told to millions. We want you to know all 
about it in advance. 

The new G. E. Sunlight (Type S-1) Lamp is the first generator 
of ultra-violet for the home to combine, with an abundant sup- 
ply of the most beneficial ultra-violet radiation, the simplicity, 
the economy and the efficiency of a modern MaAzpa lamp. It 


needs no adjusting—produces no dirt—has no mechanism. 
THE G. E. SUNLIGHT (TYPE S-1) LAMP will not, 
however, fit or operate in the ordinary lamp 
socket. It must be used 1n the General Electric 
Sunlamp or in special equipment made by other 
manufacturers. 

As the diagram shows, four features distinguish the Type 
S-1 Lamp: A “V” shaped tungsten filament; two tungsten 
electrodes; a pool of free mercury; and an enclosing bulb made 
of special glass. At the touch of your fin- 


gers on the switch, the filament is heated 
to incandescence. A portion of the mercu- < 





—h 


ry vaporizes and an arc forms almost in- 











THE G. E. SUNLIGHT (TYPE-S1) LAMP provides 4o times 
as much desirable ultra-violet per foot candle as the best 
summer sunshine, 


the millions of readers of THE SATURDAY 
EVENING Post, NATIONAL GEOGRAPHIC, 
PHYSICAL CULTURE, THE PARENTS’ MaGa- 
ZINE and POPULAR SCIENCE MONTHLY. 
These few pertinent facts about the Sun- 
light (Type S-1) Lamp will undoubtedly 
suggest to you the advisability of having 
your house get in touch with that division 
of the General Electric Company which 
supplies you with Mazpa lamps. 


stantly between the two electrodes. The wencuny srecias Meanwhile let us send you a brand 
light thus emitted is filtered by the special new prospectus which outlines all the 
glass of the bulb which screens out the euecraoce ucrmve «Steps for a successful Fall activity on 
radiation of the short wave lengths. So, ; the G. E. Sunlight (Type S-1) Lamp. It 
only the most health-maintaining ultra- ruycsren - roo. or will be mailed to you without charge or 


violet waves are transmitted to give you 


obligation, immediately upon request. 


that feeling of vigor and vitality which you have noticed Write for it today. Incandescent Lamp Department of 


under the summer sun. General Electric Company, Nela Park, Cleveland, Ohio. 


The marvelous story of the G. E. Sunlight (Type 


S-1) Lamp—the lamp whose sole purpose is to help, GENERAL (6) ELECTRIC 


keep well people well—is already being told to almost 
every physician through the chief medical papers. It 


will soon be fascinatingly and authoritatively told to S U N L | So T (TYPE S31) La M be 


Join us in the General Electric Program, broadcast every Saturday evening on a Nation-wide N. B. C. Network. 
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Francis E. Stern is a member of the 
Board of Directors of the Radio Whole- 
salers Association, is chairman of the 
Traffic Committee, and also is presi- 
dent of Stern and Co., Hartford, 
Boston, and Stern and Co., of Maine. 
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ADIO 


The Abusive Advertising Practices Indulged 

in by the Radio Industry in the Past Have 

Proved Extremely Harmful. In this Editorial, 

Mr. Stern Has Pointed Out These Evils and 

Indicated the Action to be Taken by Manu- 

facturers, Wholesalers and Dealers in Order 
to Eliminate Such Unsound Practices 


of a market, or a potential market has been one of 

the afflictions of the radio industry to date. In this 
business in which there was a sudden, tumultuous growth, 
many manufacturers and many distributors were seized with 
the idea that everything would sell, that any price would do, 
that any profit was justified, that any fluctuating business 
policy would “get by.” And advertising, in particular was 
based on poor practice. 


U NDER-ESTIMATION of the intellectual capacity 


Advertising, national, regional and local, has been abused 
by the radio industry and has caused many sad inquests 
after some of the preceding seasons were over. Today, a 
radio manufacturer and a wise distributor of radio products 
knows that the public will not buy “anything,” and it is 
equally well known that mere flamboyant advertising will 
not successfully put over an unsalable or inferior article. 


This applies to the radio dealer who realizes today, that 
exorbitant advertising allowances are finally paid for by 
him, and who would rather not have a manufacturer or a 
distributor quite so liberal with advertising appropriations, 
but rather let that liberality be reflected in moderate re-sale 
prices and normal discounts. 


The manufacturer has found that it is not sufficient to 
simply appropriate an extravagant sum of money for adver- 
tising and let it flutter out to appear in a spattering adver- 
tising barrage, regardless of a possible scientific plan of 
merchandising. 


Because the distributor figures in the picture in close con- 
tact with the manufacturer and in even closer contact with 
the retail trade, it is the latter individual who has had 
possibly the severest shock of all. Today, the well informed 
and experienced radio distributor doesn’t permit his dealers 
to spend extravagant sums of money in special editions and 
special radio sections. The distributor knows that public 
attention paid to such special sections is very slim. He 
knows that the dumping together of a large mass of radio 
advertising of different lines is simply going to leave the 
reader with a complex impression. Nor is the distributor 
quite so anxious today, as he was in the past, to have his 
advertising appear on the radio page, or in the radio sec- 
tion of any particular newspaper. 


One of the most interesting phenomena of radio adver- 
tising in the past was the “tie-up” form of advertising, in 
which the manufacturer (either independently or through 
the distributor) would run a substantial newspaper adver- 
tisement and anywhere from half a dozen to 100 retail deal- 
ers would take various sized advertisements to tie up with 
the principal piece of copy. The wastefulness of this method 
is now generally appreciated. 





The usual effect was to kill whatever beauty or vitality 
the original advertisement possessed, and to leave a 
scrambled-egg impression of the entire appeal. Frequently 
one shrewd dealer, by taking a conspicuous tie-up space 
across the top or across the bottom of the manufacturer’s 
advertisement, would steal the entire attention-value, leav- 
ing a lot ot disgruntled and unhappy dealers to feel they 
had been double-crossed. 


The listing of a group of retail dealers in a large sales 
territory (for instance, in a community like Cleveland, or 
St. Louis, or Baltimore) is a logical and legitimate enter- 
prise. But best advertising practice today dictates that such 
listing should give equal prominence to each dealer. 


Of course, no effort can or should be made to prevent any 
radio dealer spending money upon his own initiative to ad- 
vertise any particular set. But the manufacturer can suc- 
cessfully keep that advertising separated from his own 
national advertising to prevent that one dealer from obtain- 
ing a presumably unfair advantage over other dealers. 


T has been the custom in the past for certain manufac- 

turers and certain distributors, too, to give extravagant 
advertising allowances to certain retailers (and retail chains) 
who claimed either to be in a position to sell an enormous 
amount of merchandise, or who claimed that local advertis- 
ing appearing over their names would lend tremendous 
prestige to the manufacturer of the radio receiver. Bitter 
experience has taught these manufacturers and distributors 
that in the first place such advertising lends no prestige or 
distinction whatever to the manufacturer since it is so con- 
centrated upon the retail institution doing the advertising 
that it loses all or almost all prestige appeal for the product 
advertised. Experience has also taught manufacturers that 
such advertising is extremely wasteful because retail institu- 
tions that try to extort exorbitant advertising allowances are 
very apt to use the best advertised product primarily as an 
inducement to get customers into their stores and then use 
every possible sales pressure to sell some other product 
which perhaps gives them an extra profit. 


Out of the vortex of good. bad and indifferent advertis- 
ing in the radio industry in the past few years, has come a 
valuable lesson for the entire trade. First, the manufac- 
turer must maintain a background of national advertising 
for his product, and second, the retailer must figure in the 
local advertising of that product on a basis consistent with 
local sales, and third, time, and effort, and thought must 
be given to the placing and handling of the advertising 
(particularly where it is in cooperation with retail stores) 
to make it really effective. 
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Radio Wholesalers Association, Inc. 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


Robert Himmel, Treas. 
Chicago 


Howard Shartle, Sec. 
Cleveland 


RAoiIo 
HOLESALERS 
ASSOCIATION 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 


Executive Vice-Pres. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 
Chicago 


The Information on this and the Following Pages has been Prepared 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


Plans Laid for National 
Radio Week 
be ane Radio Week, Sep- 
4 tember 22 to 28, 1930, held 
during the same time as the Radio 
World’s Fair in New York, is an 
event that will be heralded to the 
far corners of the United States. At 
the present writing several of the 
prominent manufacturers have signi- 
fied their intention of cooperating 
with this event to the extent of writ- 
ing special copy to be used in adver- 
tisements during the week as well as 
to incorporate mention of it in bill- 
board displays and magazine adver- 
tisements. Other manufacturers are 
cooperating with the event in supply- 
ing their distributors and retailers 
posters, window _ streamers, 
seals, advertising mats, etc. This 
material has been prepared by the 
executive offices and may be pur- 
chased direct from H. G. Erstrom, 
executive vice-president of the N. F. 
R. A., 32 W. Randolph St., Chicago, 
at cost Several thousand 
streamers, posters and stickers 
already have been sent to the trade. 


with 


price. 


Omaha, Milwaukee, St. Louis, San 
Francisco, Seattle, and many other 
trade associations are 
members the N. F. R. A. are 
already arranging their plans for the 
observance of National Radio Week 
in their city. Special broadcasts 
which will be dedicated to the week, 
are being planned in many cities by 
radio groups. Special feature sections 
are being arranged for in many of 
the leading newspapers, the dealers 
co-operating on their advertisements, 
with the result that radio sections 
will be several times the size for- 
merly made. Radio queens are being 
selected in some localities as an added 


cities whose 


of 


On June 5, 1920 


inducement for the public to center 
their interest on Radio. Bonfires are 
again being scheduled this fall. With 
the proper motive behind them they 
can be very advantageous to the com- 
munity. However, the thought must 
be stressed that the “Modern Home 
Demands a Modern Radio,” and that 
radio retailers themselves believe 
that the old obsolete models are so 
far out of date that they do not fit in 
at all with the modern home furni- 
ture and arrangement. 


“Radio Host to the Nation” has 
again been adopted as the slogan for 
National Radio Week by the execu- 
tive committee in charge of this 
event. The cooperation of the lead- 
ing broadcasting stations throughout 
the country, as well as that of all of 
the advertisers sponsoring chain pro- 
grams, will be requested in calling 
the attention of the public to the fact 
that National Radio Week is being 
observed by the entire industry and 
that they in turn should provide 
themselves with the best means of 
entertainment possible. 


The executive committee in charge 
of this event consists of J. Newcomb 
Blackman, Harry Alter and H. G. 
Erstrom, representing the N.F.R.A., 
and Herb. Frost, Bond Geddes and 
Maurice Metcalf, representing the 
Rk. M. A. The National Association 
of Broadcasters is also being re- 
quested to co-operate in this event. 


That the national radio banquet, 
sponsored by the N. F. R. A. 
and R. W. A. in New York on 
Wednesday, September 24, will be 
even a more outstanding event than 
the former radio industries ban- 
quets became an assured fact at a 
meeting of the executive .committee 


of the N. F. R. A. and the R. W. A. 


in Chicago on Thursday, July 17. 
executive vice - president Erstrom 
was authorized to proceed with the 
plans for holding this big affair. Im- 
mediately following the trade show 
the executive officers ran a survey to 
ascertain the sentiment of the trade 
for a National Radio Banquet. They 
were greatly pleased with the results 
in that several hundred reservations 
were made at that early date for the 
affair. 

It is felt that a national radio 
banquet will present an opportunity 
for the radio retailers and whole- 
salers to meet during the Radio 
World’s Fair in New York and re- 
new acquaintances with their old 
friends. The program is now being 
arranged and will call for entertain- 
ment of a more outstanding nature 
than any or the banquets previously 
held. At the present time it is planned 
to broadcast the event on a huge na- 
tional hook-up so that the public can 
listen to the outstanding perform- 
ances of radio stars as a part of the 
splendid offerings being made to the 
public during National Radio Week, 
September 22 to 28. 

The executive offices have just 
published a booklet of Standards for 
Radio Advertising that has been re- 
ceived with great acclaim by the ad- 
vertisers of radio products every- 
where. The Standards were dis- 
tributed to members of the R. M. A., 
R. W. A., some five hundred news- 
papers on the mailing list for news 
releases, members of the N. F. R. A., 
all local Better Business Bureaus 
throughout the United States, as well 
as to the leading advertising agen- 
cies. Many congratulatory letters 
have been received by the executive 
offices on the thoroughness and com- 
pleteness of this booklet, with the 
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(This message to retailers is appearing in all radio trade and business papers for August) 


MAJESTIC OFFERS 
RADIO’S MOST COMPLETE LINE 


Styles, sizes and prices for every purse and taste 




















@ Majestic 131—Super 
Screen Grid Radio in beauti- 
ful Hepplewhite cabinet. Cen- 
ter panel and curved corner 
panels of finest matched butt 
Walnut.Top frieze and bottom 
rail of genuine Hawaiian 
Koa Wood. Super Colotura 
Speaker. List price, $137.50; 
sold complete with Matched 
Majestic Tubes, $163.50. 




















@ Majestic 93— Powerful 
Balanced - Circuit Radio in 
cabinet of English design. 
Front and side panels in 
beautifully grained matched 
Walnut. Top rail and over- 
lays are genuine Australian 
Lacewood. Majestic Colotura 
Speaker. List price, $156.00; 
sold complete with Matched 
Majestic Tubes, $177.50. 








OW there’s a Majestic to please every one of 

your customers. Regardless of taste or price 

class, you'll have just what they want with the com- 
plete Majestic line on your floor. 

Just look at the advantages of these Majestics! 
There are ten beautiful styles and sizes—all by well- 
known designers. Ten prices from $105 to $245 less 
tubes. A choice of screen grid or balanced circuit. 
A choice of two magnificent speakers — the Colotura 
or Super Colotura—both offered only by Majestic. 
There are radios and radio-phonographs. And in 
every one, the superb reproduction that's possible 
only with Majestic’s Colorful Tone. 

Now add fo this finest line of radios the extra ad- 
vantages Majestic dealers enjoy. The Majestic Sales 
School, with free, complete training for you and 
your men. Majestic’s sound, consistent advertising. 
Majestic’s fairest of all discounts. Truly Majestic gives 
you the most help, the biggest “edge” on the market 
to be found in any industry. Grigsby-Grunow Com- 
pany, Chicago, Ill. World's Largest Manufacturers of 
Complete Radio Receivers. 


Phone or wire your Majestic distributor for complete information—today 





RADIO 


ALMOST READY! THE GREAT NEW MAJESTIC REFRIGERATOR 
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result that the executive committee 
feel that the Federation has taken a 
very important step in clearing up 
false and misleading advertising of 
radio pr ducts. 

*K K * 


Rural Home Still Waits for 
Rural Radio Set 

Whatever may be said about the 
large number of radio sets already 
sold and in satisfactory operation ir 
city and suburban homes, the fact 
the rural homes of 
America are still waiting for a mod- 
ern At least that is the 
opinion of J. E. Smith, President 
of the National Radio Institute of 
Washington, D. C. 

“So-called farmer’s radio sets or 
rural radio sets,” states Mr. Smith, 
“are really not designed for true 
rural use. It is not a matter of se- 
lectivity or even sensitivity, so far 
as the rural family is concerned, but 
When the 
home is not provided with electric 
light wiring, and there are some 
9,000,000 homes in our land still with- 
out such a blessing, it becomes neces- 
sary to operate the radio set on bat- 
teries. The storage battery is not 
altogether desirable, since without 
electric light service, its recharging 
may present a troublesome problem. 


remains that 


radio set. 


one of 


power supply. 


«8 


™ 


This group o: men, who are directing the sales of the new 
Westinghouse radio, seem to be enjoying their stroll on the 
trade 
They are, left to right: J. A. 
manager; C. H. 


Atlantic City Boardwalk, the 
held in that city. 


assistant to the 


during 


merchandising 
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“At ease.” Bill Swain, radio service 
man the 


for Gertler Electric Co., New 
York, as he looks when not in action. 
Therefore, dry cells must be em- 
ployed for the A, B and C fune- 
tions. 

“It is truly surprising that the ra- 
dio industry has not as yet produced 
a satisfactory dry battery radio set 
for rural use. I believe this is the 
crying need of the day. And when 
such a set is developed, a tremen- 
cous market will be opened up to the 
industry.” 


~~ 


Staunton, 
show recently 
Duncan, 
Collins, 


* THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Man Available 


A former branch department man- 
ager in charge of a jobber’s ware- 
house is now available for a sales 
position with a manufacturer or in 
the sales service department of a 
wholesaler. Has had experience as 
an order editor and also in quotation 
and work. Traveled central 
western territory for manufacturer, 
and can furnish the best of refer- 
ences. For further details write to 
the Editor, THe Jospper’s SALEs- 
MAN, 


sales 


* Ok Ox 


Northwest Radio Trade Asso- 
ciation Holds Picnic 

Over three hundred radio dealers, 
jobbers, salesmen and their families 
attended the annual picnic given by 
the Northwest Radio Trade Associa- 
tion at Lake Minnetonka, Minn., on 
July 10. Games and races of every 
sort were held throughout the day, 
regardless of the record heat. The 
general committee which handled the 
picnic consisted of : Harry P. Smith; 
A. L. Toepel; H. H. Cory; George 
Johnston; E. O. Borglin; C. G. Wal- 
dron; George Giguere; Oscar Fryk- 
man; E. G. Gemlo; F. A. Forster; 
R. A. Cooley; A. L. Milner; Ross 
Spriggs: Herst Kane; E. E. Aretz; 
B. A. Tharp, and John S. Gibbons. 





merchandising manager; M. C. 
assistant to 
assistant to the merchandising manager, all of the radio 
department of the Westinghouse Electric & Manufacturing 
Co., and Charles Peitsch of Lennon and Mitchell. 


Rypinski, manager; L. W. 


the manager; and R. B. Austrian, 
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Closer Contact Keeps 
Customers Buying 
(Continued from Page 9) 
by the salesman. The first column in 


this division contains the date of 

the call made by the salesman. If SAFETY SWITCHES 

a letter is sent to the customer be- 

tween the salesman’s calls, this is 

listed in an adjacent parallel column. 

The next space, reading left to right, 
summarizes the subject of the letter 
or call. And then the salesman states 
definitely whether it was a general 
routine call or one for the purpose 
of showing or selling some specific 
item. 

The last item contains the code 
letter, an important factor in main- | 
taining the system. [our code letters | 
are used on this form. | 

The letter “A” in the code column, | 
after a call has been made to sell a | 
new line, for example, shows that 
the prospective customer is not in- 
terested in this particular line. 

If the code column shows a letter 
“B” it denotes that enough interest 
was found to justify a follow-up 
call. If the salesman thinks the call | 
ought to be made at a specific num- | 
ber of days after the first call, he so ASSURE SAFETY 


designates it by writing that number 





No. 1451-T 
Channel Banking Type Switches 


after the letter. | Wadsworth manufactures a quality 
If the code letter is ‘“‘C’’, we know product that will gain for you new 
that the customer is a definite pros- | customers and retain the business of 


pect and ought to be called on soon. 
Letter ‘“D” indicates that the cus- | ' 
tomer will buy, and generally the Safety Switches of a design and 


Teg reese tnitenmonngesntenorat quality that do meet the needs of 
electrical contractors—and that are 
being sold in ever increasing quanti- 
ties. And back of this product is a 
responsible company—always at your 
service. 


| old ones. 























There’s a 
WADSWORTH 
Switch 
For Every 
Installation 
No. 362-372 ) ; a 
Channel Type Switches ( atalog No. 1451-1 
with branch circuits Accessible Fuse Type 
arranged for sin gle with No. —2 Attached 
fusing. Note Bossed End 








Ed Stephanek, the well known serv- 
ice manager of Erner Electric Co., he WADSWORT 
Cleveland, O., never pesters you with ‘ 
stories of the big ones that got away, Covington 
because they never get away. Ed is 
seen here counting up his catch after 
about ten minutes fishing. | 






CTRICMFGE INc. 
Kentucky. 


























The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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This here McNaughton-McKay Electric Co., Detroit, Mich., is some estab- 


lishment—so big we had to split the picture-taking up into departments. 
photograph shows the office force, most of it at least. 
C. Dobie; Florence M. Bonzo; Mabel Rayho, and E. Field. 


This 
Rear, left to right: D. W. 
Front: E. L. Wolf; 


Helen R. Branigan; Margaret L. Zurbrick; Anne F. Garnham; Marie Liedtke, 


and Thelma E. Keusch. 


code shows when he should be seen 
again, 

This contact plan is simple and in- 
expensive. And such record tells a 
lot that ought to be known about the 
customers and salesmen. It enables 
one at a glance to see how a cus- 
tomer’s are running in 
comparison to those corresponding of 
a year or a month before. Perhaps 
most important of all is the fact that 
it enables the concern to know 
whether or not the are 
often enough to maintain 
desired contacts. 


purchases 


salesmen 
calling 


* * * 


Our First Year in Radio 
(Continued from Page 14) 


produces several times the annual 
volume of his previous line he has a 
very human tendency to neglect the 
smaller that were the 
source of his bread and butter. 

One of the big problems of 


sales once 
the 
the 
working during the dull 
season. Rather than reduce our force 
at such times we have worked out a 
plan for keeping our good men on 
the job the entire year. 

\Ve have a drawing account based 
on a yearly quota that is broken into 
10 monthly quotas. For two months 
we have no quota and during this 
time the men sell what they can and 
make contacts that will be helpful 
during the peak of the season. 


radio business is that of keeping 
salesman 


The salesman who goes over his 
proportionately. small quota in July 
finds that his is appreciated 
just as much as when he goes over 
his quota in the peak month of the 
year, and having that, the fight is 
half won. 

The monthly quota also gives us 
a better check on the activities of 
our salesmen. If a man is starting 
to slip we know it at once and are 
prepared to give him special help to 
take what action is necessary in the 
particular case. 

We feel that there is an excellent 
opportunity for the electrical supply 
company to reduce overhead and in- 
crease volume by taking on radio, if 
a careful study of conditions is made 
in advance. 

It is our belief that a line is only 
as strong as the distributor who rep- 
resents it. With this in mind we have 
set up a separate division of our bus- 
unhampered and __ standing 
solely on its own feet. One of the 
most important parts of this division 
is the sales promotion activity. We 
are sold on the fact that the publicity 
and advertising needs of our dealers 
must be studied and analyzed very 
carefully this year so as to take ad- 
vantage of every opportunity along 
these lines. 


work 


iness, 


Radio has come to common sense 
merchandising and many dealers 
need to be educated to avoid the pit- 
falls and dangers of poor business 
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methods. Ways of securing good 
and profitable sales are of utmost 
importance to the dealer this year 
and the distributor can only render 
this service by organizing a depart- 
ment which has the knowledge of 
past methods and the ability and 
time to study the needs of the future. 
Therefore, we have a sales promo- 
tion department which we know will 
render an invaluable service to our 
dealers. 

A few important points for the 
distributor to ask himself are the 
following: 

1. Does he have the right line? 
Is it one that will emerge successful 
in the elimination process that is now 
going on in the industry? 

2. Does he have an_ especially 
trained sales force unhampered by 
the necessity of selling other items? 

3. Are the dealers to whom he 
sells of the class that will give him 
the greatest possible volume without 
sacrificing other business ? 

4. Does he have a stock sufficient 
for his needs and a service depart- 
ment that will insure the good will 
of his dealers? 

In our opinion, the distributor who 
is prepared to render a full and com- 
plete service to the manufacturer 
and dealer will receive benefits all 
out of proportion to the distributor 
who simply decides to “handle” 


radio. 
xk * x 


Let’s Get Together On 
Appliances 
(Continued from Page 8) 


realize that the manufacturer fre- 
quently cannot, as a matter of cold 
business, turn over his product and 
trade exclusively and in “toto” to 
any distributing agency, on the other 
hand the manufacturer must realize 
that he cannot treat the wholesaler 
like a dumb billy-goat and expect 
very enthusiastic representation for 
his line. 

In the course of our investigation, 
one wholesaler told us of his at- 
tempts to hook up with a washing 
machine account. “We wanted to 
take on washing machines,” he said, 
but he couldn’t find a manufacturer 
whose policy or proposition was ac- 
ceptable. He found— 

Manufacturer A quoted a whole- 
sale price in carload lots which was 
the same as the price quoted to deal- 
ers in the territory for 10 machines. 

Manufacturer B quoted his abso- 
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A Profitable 
Market for 
BETTER WIRING | 


lutely, “swelpmegawd” bed rock price, 
and when it wasn’t immediately ac- 
cepted he quoted lower, and when 
that didn’t land the contract he made 
another cut. “It’s a big question how 
low a price they actually would go 
if they had to,” comments the whole- 
saler. 

Manufacturer C wouldn’t quote on 
his nationally advertised machine but 
offered the identical model with a 
special name plate. 

Manufacturer D made the same 
offer as Manufacturer C, but it was 
discovered that he was already sell- 
ing the identical machine in the ter- 
ritory under a bootleg label, so his 
proposition amounted to this: he was 





MATERIALS 


attempting to sell one washer under | 


three different names in the same ter- 
ritory. 

Manufacturer E, taking advantage 
of his well known name, attempted 
to force a quota so large that the ma- 
chines could not possibly be turned 
over within the contract period. 


Manufacturer’ F had been selling | 


both the utilities and the department 
stores at a lower price than he quoted 
the wholesaler. 

Manufacturer G offered margins 
so narrow that neither the whole- 
saler nor retailer could operate at a 
profit. The explanation was that this 
machine had “a name”. 

From all of which it must be obvi- 
ous that the manufacturers are not 
without fault in their dealings with 
wholesalers — but —every one of 
those faults would be corrected in 
10 minutes if the manufacturer and 
wholesaler approached each other as 
men desirous of forming a partner- 
ship instead of as buyer and seller 


who are both intent upon getting the | 


best of a trade. Malpractices on 
either side are not “What-Wrong- 
with - the - Electrical - Business” — 
what’s really wrong is that they 
haven't got together to make things 
right. 

Even as matters stand, and unsat- 


isfactory as conditions are with re- | 


spect to many of the appliances, 
there can be no shadow of doubt that 


plenty of wholesalers in the electrical | 


field are making a good thing of 
them—the jump from $24,500,000 to 
$88,000,000 annual volume proves 
that. Of the dozens of letters and 
interviews we have had on this sub- 
ject, the great majority evidence keen 
interest or state that they are han- 
dling this class of merchandise with 
satisfaction and profit. Those who 


| 
| 


vvvvat your door! 


Se jobber salesmen 
are making new friends and sell- 
ing more “Better Wiring Materials” 


through constructive work. 


Modern electrical equipment, radios, 
ete., all multiply the necessity for 
convenience outlets in the home, 
large apartment and office buildings. 
Stress the importance for adequate 
wiring .... in old and new buildings 
—and tell your customers how neces- 
sary it is that they use only “Better 


Wiring Materials.” 


Sell them Xduct, Electroduct, Red 
Seal ABC ARMORED BUSHED 
CABLE, Loomflex, Loomflex Cable 
and a complete line of Switch, Outlet 


and Kompact Boxes and Fittings. 


“Spotlight the Outlet” 
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In St. Louis 


_ Hotel Magfair..... 


8th and St. Charles 


In the center of theatre and shopping districts. Floor 
lamps, fans, circulating ice water in every room. The 
quiet, refined atmosphere of an exclusive club—an 
hotel of distinction. Dining room. Coffee shop. 


Garage service. 


400 322K — $3% t0 $6% 
Hotel Lennovy..... 


9th and Washington 





St. Louis’ newest and smartest hotel opened Sep- 
tember 3rd. In the heart of business district. Dining 
room. Coffee shop. Garage service. 


bahaad shower — 3% t0 $6 


Hotel Kings-Wav... 


West Pine at Kingshighway 


Opposite beautiful Forest Park. Near bus, street 
car and motor highways. 20 minutes from downtown. 
Club breakfasts, table d’hote dinners. Rooms for 
two from $4. Special rates for permanent guests. 


Heiss Hotel System xox 




















OPPORTUNITY 


for a few active 
manufacturers’ agents 


4 


Manu.rac- 
TURERYS’ agents who 
have effective represen- 
tation to jobbers, elec- 
trical and hardware 
dealers outside the larger 
metropolitan areas will 
be interested in this new 
product. This new ex- 
tension wiring product 





Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 











WANTED 


gave sour answers were chiefly of 
the type who keep busy playing the 
old game of ‘“What’s-Wrong-with- 
the-Electrical-Business’. They tell 
why they can’t handle appliances in- 
stead of trying to find out how they 
can. They prefer to wear their pock- 
etbooks flat. 

There is no doubt that appliances 
offer a great and growing volume of 
trade to the wholesaler. There is 
also no doubt, at least in our mind, 
that the wholesalers can very mate- 
rially add to the total volume of ap- 
pliance sales for the manufacturers. 
As matters now stand there are lit- 
erally tens of thousands of dealers, 
too small and too widely scattered 
for the manufacturer to contact with 
them direct, who can handle a few 
units of all the major appliances each 
year, who are called upon regularly 
by the jobbers’ salesmen, whose ap- 
pliance business, small in unit vol- 
ume but tremendous in total volume, 
can be passed through the routine 
operation of the wholesaler at a sub- 
stantial profit. 

Just three things are necessary to 
win this profit: (1) a rigid whole- 
sale policy on the part of the manu- 
facturers; (2) a fair attitude on the 
part of the wholesaler in recognizing 
his own limitations; (3) cut out all 
this “What’s-Wrong-with-the-Elec- 
trical-Business” conversation and 
substitute ‘What -Is-There-In- It- 
For-Me”. 

x ok x 


What Price Independence? 
(Continued from page 11) 


course, where their own inefficiency 
made such elimination inevitable. 

These comparisons of facts and 
figures should leave little doubt in the 
minds of anyone as to the present op- 
portunities that await independent 
enterprise in the electrical industry. 
There appears to be no reason what- 
soever why any independent whole- 
saler should allow the bugaboo of a 
giant impair his progress. 


will afford an unusually Assistant Sales Manager 


attractive volume sales Exceptional opportunity with large, 
opportunity. long established manufacturer of 
quality electrical products. Execu- 
tive ability, experience and good 
contacts with electrical jobbers are 
necessary. Write fully, stating ex- 
perience and salary expected at 


RUSSELL A GRAY, Inc. start. 


Industrial Advertising 


If, however, he is still concerned 
about his future opportunities, | wish 
| to remind him that, according to a 
report recently published by reliable 
authority, there are 5,793 electrical 
manufacturers in the United States. 

No accurate statistics are available 
as to the general sales policy of these, 
but probably only a small percentage 
of them are marketing their goods 
directly to the user. 


Samples and full details will 
be furnished to manufacturers’ 
agents on request to 


Address Box 1320 
Care The Jobber’s Salesman 
520 N. Michigan Ave. 
Chicago, II. 


Engineering Building 
205 W. Wacker Drive 
CHICAGO 
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It follows that as long as the 
wholesaler justifies his existence 
through the economical performance 
of certain indispensable functions, 
just so long will there be a field fot 
him among tiiose thousands of elec- 
trical manufacturers. 

But let us consider this matter for 
a moment from the standpoint of the 
independent manufacturer. He is 
confronted with the question of how 
to find a market for his product. He 
knows the price at which competitive 
items are sold. He also knows what 
the article cost him. He must either 
send out many salesmen, ship many 
small orders, carry many small ac- 
counts, prepare to suffer many credit 
losses, or he has as the one alterna- 
tive that he sell through the whole- 
saler. 

If he adopts the former course he 
will undoubtedly have a very inter- 
esting experience, but he cannot hope 
to develop more than a rather indif- 
ferent and highly insecure market 
for his goods. The average electrical 
dealer or contractor does not main- 
tain a system by which goods sold 
are promptly replaced. Therefore, if 
his supply of an article bought direct 
from a manufacturer becomes ex- 
hausted, he will but rarely wait for 
replacement from that same source, 
and is much more likely to order a 











They say that if Jack Oakie down in 
Hollywood loses his smile, the movie 
folks can call on J. T. “Minnow Bait’ 
Clarke, on the left, to save the day. 
“Minnow Bait” represents the Wads- 
worth Electric Mfg. Co. on its line of 
safety switches. Shown with him are 
H. B. Stanton, branch manager, and 
W. C. Maxwell, assistant branch man- 
ager of the Graybar Electric Co., Savan- 
nah, Ga. They run Clarke a close sec- 
ond on the smiling proposition. 






































































Isn’t It a Fact— 


That time lost running in conduit means 
hustle and worry for the contractor at the 
| finish of the job? 















That is the very reason why contractors 
like Fretz-Moon Conduit—because of its 
perfect threads and couplings — positive 
welds — glass-like inner-enamel means a 
quicker workmanlike job. 


Stock Fretz-Moon Conduit—suggest Fretz- 
Moon Conduit. Contractors buy Fretz-Moon 
Conduit and like it. 


) FRETZ-MOON TUBE COMPANY, Inc. 
BUTLER, PA. 
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ISTIC 
(TRIC 
WING 1G 


For Homes and 
Apartments 





Jobbers Handle a Big 
Market on Little Stock 


IDE dealer market with big 

season opening now—central 
stations, department stores, electri- 
cal dealers and contractors, interior 
decorators. Shipped direct to cus- 
tomer—you and dealer sell from 
actual photo and floor sample. 


Startlingly natural—these life-like 
Birch and Oak Logs of heavy vitre- 
cus glass, with a wavering glow 
from inside and back against the 
mantel lining. Glow is pro- 
duced by rotor operated by 

heat of 25-watt lamp. Light 

is evenly distributed through 

logs. No cracks or shafts of 

light to spoil natural effect. 
Andirons are of rich-looking 
brass with design in black 
intaglio. 


Low price — Logs and And- 
irons complete, list $38. 
Send for 5 Photos 


MAJESTIC ELECTRIC LOG CO. 
1035 East 76th Street 
Chicago, Ulinois 


Gentlemen: We are interested in your 


territorial proposition for distributors, 
Send us the 5 photos including picture 
of your ready-to-install mantel, 


Firm 
Individual 


iddress 








| similar 
| wholesaler. 

ber that the tendency of the times is 
| concentration of 
| therefore the manufacturer who sells 
| direct and has his salesman call on a 
| customer even as frequently as once 





| small. 


L. A. Roach is service manager of 
the National Electric Supply Co., 
Greensboro, N. C. This is a branch of 
the Washington, D. C. house. Unfortu- 
nately M. F. Donohoe, local manager, 
was absent when the camera man 
called. It is said that these boys are 
doing a good job with radio. 





article from his nearest 
We must also remem- 


sales effort, and 


each month is still hopelessly out- 


| classed by the wholesaler who con- 
| centrates on a small territory and is 
| in constant contact with his custom- 


ers. 
Also from the standpoint of cost, 
the average manufacturer cannot 


| hope to build a given volume through 
| direct sales at the same cost as would 
| be represented in the differential he 
| would have to pay the wholesaler for 

doing the same, or even a better job. 


However, it is only natural that 


| under the extreme pressure of the 


unprecedented competitive conditions 
of today many manufacturers have 
grown intensely critical of all influ- 
ence or factors that directly or indi- 
rectly affect the price at which their 
product is ultimately sold. They have 
learned to determine just which of 


| the distributing functions are indis- 


pensable in connection with their 
product. If their experience with 
wholesalers proved quite unsatisfac- 


tory, some of them have simply 


| changed their policy and are doing 


without them. 

At the present the number of 
manufacturers who have done this is 
Whether the practice will 
grow in the future depends upon the 


| efficiency and effectiveness of the 


distribution service rendered by the 
independent wholesaler. Unquestion- 
ably the advantages accruing to 


the manufacturer from distributio 
through independent wholesale: 
have increased rather than decrease 
during the last few years, and 
seems reasonable to expect that ind« 
pendent manufacturers will continu 
to cultivate that method of market 
ing. 

Let us then consider the position 
of the independent wholesaler from 
the standpoint of his customer. 
There again we find that his oppor- 
tunities for the future are equally 
secure — providing of course he 
makes up his mind to keep step with 
or ahead of his powerful competitors. 


Mass selling produces economic 
advantages only so long as intensive 
advertising, great sales effort and a 
state of easy money, help to give and 
maintain momentum to mass buying. 
Just as soon as any one of those 
essential factors or all three of them 
decrease, the resistance to mass sell- 
ing will automatically increase and 
mass buying will of course decline 
correspondingly. As those three fac- 
tors approach normal, the advan- 
tages of mass operation are reduced 
to the vanishing point and place it 
more nearly on a par with the aver- 
age individually owned enterprise. 
I believe that the market for elec- 
trical goods is in that condition to- 
day. I think that in most of the 
distribution centers of the United 
States the local branches of the large 
units and the independent wholesaler 
are standing on the “scratch” line. 
The independent wholesaler has 
learned through personal observation 
and from his salesmen, just how his 
customers feel toward his big com- 
petitors and toward him. He has had 
ample opportunity to observe what 
his competition does as a matter of 
course both to build customers and 
to hold them. It only remains for 
him to follow their example as far 
as he can do so practically and eco- 
nomically and then add to all that, the 
most important business builder of 
all, namely, his personal initiative 
and individual attention. 


Human beings are alike the world 
over in that they like to be flattered 
and there is nothing that flatters any 
retailer or contractor more than to 
receive occasionally some personal 
recognition from the “big boss” of 
the concern from which he buys. A 
telephone call will do, when a_ per- 
sonal visit is impossible, but right in 
that one thing lies the answer to 
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many a success or failure of inde- | 


pendent wholesalers. 

If, therefore, we review the facts 
that have been developed in this 
brief analysis of the place of the 
independent wholesaler in the distri- 
bution system of the electrical indus- 
try, we must unerringly reach the 
conclusion that he holds his own 
future in the hollow of his hand. 

There will always be an abundant 
supply of merchandise for him to 
choose from. 

The general conditions of the mar- 
ket within his operating territory are 
identical with those under which 
his competitors must obtain their 
business. 

The efficiency with which he oper- 
ates his own business will determine 
the amount of his reward. 

3ut it requires the motive power 
of much personal effort and initiative 
and never relaxing vigilance, if he 
would hold his place secure. 

I know a wholesaler who typifies 
much of what is needed to couple 
independence with success. He 
started from scratch eight years ago 
with $15,000 in cash. He built up 
volume with profit, until in 1929 he 
sold just about one-half million dol- 
lars worth of electrical goods. That 
is the amount of business that he 
thinks an independent wholesaler can 
do with safety. He is not planning 
to expand his sales volume further, 
but he is applying himself to the task 
of making his profits grow. He dis- 
counts all his bills. He concentrates 
his sales effort in a comparatively 
small territory. He studies his cus- 
tomers and their opportunities and 
cultivates their friendship. His 1929 
statement showed a net worth of well 
over $100,000. And all this in a terri- 
tory that is one of the most competi- 
tive fields I know of outside of New 
York and Chicago, and in spite of 
the fact that every one of the three 
national systems has a branch in the 
city in which he is located. 

When recently I discussed with 
him the present state of mind of 
many independent wholesalers he re- 
plied, “If I were to listen to what 
some of those fellows think and the 
way they feel, I’d go home and close 
up my place.” 

Obviously he is not in sympathy 
with those who see disaster ahead 
for the independent wholesaler. He 
knows his limitations, and has cap- 
italized his strength. Every indepen- 
dent wholesaler can do likewise. 
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howcase 
Lighting 








For T-10 Tubular Lamp. 


No. 90—length, 9 

inches; height, 17% 

inches; face open- 
ing, 2'% inches. 





No. 90. 


No. 96—length, 9 

inches; height, 3% 

inches; face open- 
ing, 414 inches. 








No. 96. 


For Standard Lamps to 100 Watt. 


No. 121 — length, 
12 inches; height, 
414 inches; face 
opening, 54 
inches. 





No. 121. 





Catalog 8-A is a good 
book to distribute to 
your contractor cus- 
tomers. It contains 
many real business get- 
ters. Write for your 
copies today. 


Illustration of the 
Day-Brite August 
wall’ chart “Wall 
Case Lighting.” 
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3825 Laclede Ave.- Saint Louis 
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New Sales Manager for 
Turner Brass Works 

The Turner Brass Works, Syca- 
more, Ill., has appointed R. S. Patten, 
eeneral sales and advertising man- 
ager. Mr. Patten has recently com- 
pleted an eight month trip, visiting 
the majority of the wholesale dis- 
tributors of The Turner Brass 
Works. His appointment inaugurates 
a new direction to the Turner sales 
and advertising program. 

* * *K 


W. H. Wherry Dies 
\V. H. Wherry, president, Wherry 
and Hutchinson Co., Trenton, N. J., 
passed away on April 28. Mr. 
Wherry was active up to the time 
of his death in spite of his long ill- 
ness. He was also president of the 
Skillman Manufacturing Co., and a 
member of the Trenton school board. 
x * * 
Inland Glass Opens New 
Office 
The Inland Glass Works, Inc., Chi- 
cago, announces the opening of its 
new executive office in the new 20 
Wacker Drive Bldg., Chicago. Not 
only is this to be the office of J. H. 
\llen, general manager, and J. G. 


NEWS 


——$— 


Francis, sales manager, but there will 
also be a well appointed display room 
at this location. 

This company also announces the 
addition of the following representa- 
tives: Wm. Etzell, Dorchester, 
Mass. ; Stern and Weiss, New York; 
H. W. Wilson, Philadelphia; E. B. 
Glenn, Atlanta, Ga.; Geo. E. Ander- 
son Co., Dallas, Tex.; Paul A. Don- 
den Co., Denver, Colo., and Ray- 
mond Ackerman, Salt Lake City. 

An office and dispiay room 1s also 
being maintained at 201 Plymouth 
Bldg., Minneapolis, with W. M. 
Cotie in charge. 


* > ok 


Walter F. Price Promoted 
Walter I. Price, for the past year 
a member of the sales staff of the 
San Francisco office of Cutler-Ham- 
mer, Inc., Milwaukee, Wis., has 
been appointed manager of the Los 
Angeles branch of Cutler-Hammer, 
which includes in its territory south- 
ern California and Arizona. Mr. 
Price served at one time as execu- 
tive secretary of the California Elec- 
tragists, and prior to that was elec- 
trical equipment expert for the Cali- 
fornia Electrical Co-operative Cam- 


MANUFACTURERS 


paign, which became the California 
Electrical Bureau. 
*K * K 
Chicago Steel Tank Elects 
Vice-President 

J. K. Burg was elected vice-presi- 
dent of the electrical division, Chi- 
cago Steel Tank Co., Chicago. Mr. 
Burg will continue to serve the trade 
as formerly ‘through the company’s 
eastern offices in New York, Phila- 
delphia and Boston. 

ok K * 
Anaconda Purchases 
California Concern 

Announcement comes that the 
Anaconda Wire and Cable Co. of 
California, has purchased the Cali- 
fornia Wire and Cable Co. Louis 
Koth, former president of the Cali- 
fornia Wire and Cable Co., is to 
manage the mills at Orange and 
Oakland. 


x * x 


Sylvania Appoints Repre- 
sentative 


W. H. Cooke has been appointed 
sales representative in the California 
territory for the Sylvania Products 
Co., Emporium, Pa. Mr. Cooke has 
been in the radio business since 1924. 


























The “Twenty-five Year” club of the Colt’s Patent Fire 
Arms Mig. Co., Hartford, Conn., has a membership of 121 
representing 4,224 years of service and numbering therein 
11 men who have been with the company for over 50 years. 



































et. a eee 
= wel Ae © Se ae 


The handsome gray haired gentleman with the light overcoat 
at the extreme right end of the first row standing up, is 
Dwight G. Phelps, manager of the electrical division. The 
occasion of the gathering was the annual meeting of the club. 
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A. H. Noelke, until recently general 
manager of the Paramount Electric Co., 
Chicago, is now general manager of | 
Electrotrim, Inc., Union City, Ind. | 
Through his work of the past several | 

| 





years, Mr. Noelke is known to many 
electrical jobbers, contractors and deal- 
ers. His development of merchandising 
methods and special sales plans has at- 
tracted the attention of dealers through- 
out the industry. In assuming his new 
position, Mr. Noelke will devote the 
majority of his time to the sale of Elec- | 
trotrim, a wiring product, manufactured | 
by Electrotrim, Inc., a recently organ- | 
ized subsidiary of the Backstay Welt 
., Union City, Ind. 


no matter how unimportant 


lohn T. Broderick Retires 


John T. Broderick, secretary of 
the manufacturing committee of the | you're safe. 
General Electric Co., Schenectady, | 
\. Y., retired from active service 
July 1, after 41 years with the com- 
pany. He joined the Thompson- 


Houston Co., of Lynn, Mass., in ering of the best grade materials, ap- 
1889. In 1893, one year after the plied by the most highly skilled experts 
iorming of the General Electric Co., obtainable, resulting in a uniformly 
\lr. Broderick was elected secretary good product with maximum number of 


of the manufacturing committee 


vhich positi e he ? rears. . . 
ch position he held for 36 years ioniietinn 


i a 


N. E. M. A. Official Resigns 


Stewart N. Clarkson has resigned 
s assistant director of the National 
lectrical Manufacturers Associa- 
on, and established offices at 522 
iftth Ave., New York, for the pur- 
se of rendering an intimate trade 
ssociation service to a few groups 

















competitive manufacturers. Mr. goes to the Salesman 
larkson functioned in a_ similar who leads the field in 
anner as executive secretary of a ee, ae 
ie Electric Power Club for five | months of July and 
ears and for the product sections of August. 
he National Electrical Manufactur- 
rs Association since its formation Forty-One Years of Knowing How 





1 1926, in Every Crescent Product 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling 
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A little error may spoil a good repu- 
tation. A few feet of inferior wire may 
fy ee ruin an otherwise high grade job. No 
matter how small the wire you need, 


seem, if you are using Crescent Wire 


The reasons—wire drawn accurately 
to gauge; annealed to correct degree of 


softness, always bright and clean. Cov- 


feet per pound consistent with proper 
























































it may 


























(RESCENT 


Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.4v. 

















the greatest quantity during the month. 
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New Electrical Products, Illustrated 





EATURES of the seven and 

nine-cup percolators and the 
nine-cup urn, left, announced by 
the Rome Manufacturing Co., 
Rome, N. Y., are: a body of one- 
piece 20 oz. solid copper; large 
cover hold making for ease of 
cleaning; forged spigot on urn; 
fast initial percolation and a pump 
without a single moving part to 
get out of order. The percola- 
tors are equipped with a heating 
element of 350 watts and furnished 
in two voltages. They are fused 
and provided with extra fuse, a 
six ft. blue and gold rayon heater 
cord, and a paneled glass top. 





66 OMPACT” armored _ cable 

box, No. 2768, has been an- 
nounced by the American Circular 
Loom Co., Inc.. New York. The 
box, which is designed for use with 
ABC cable, has an abundance of 
room for splices, avoiding injury to 


ODEL H-17 wall type heater 

for use in places difficult to 
heat has been introduced by the 
Standard Electric Stove Co., Toledo, 
O. This heat implies both convec- 
tion and radiation heat. The heater 
is said to be perfectly insulated and 
is controlled by a three-heat switch. 
It is finished in white porcelain. 








ASS & Seymour, Inc., Solvay 

Station, Syracuse, N. Y., has 
just brought out a new intermediate 
base husk socket having a porcelain 
body and an eighth inch metal cap. 
The terminals are placed in the por- 
celain socket body and give ample 
wiring room. This new socket is 
for use in lighting fixtures, show 
case, trough and reflector lighting. 
lt is of rigid construction. A single 
screw fastens the cap to the body. 


the wires by hickeys and insulating 
joints Four cables can be entered 
in the bottom knockouts, or in side 
knockouts, or two in each posi- 
tion. Screws, operating wedge type 
clamps, have large fillister heads 
with wide slots, and do not project 
through the bottom of the box. The 
bottom is flat and unobstructed and 
can be mounted on any surface. 
Knockouts can be removed either 
before or after the box is installed, 
as screw driver slot “pry-outs” make 
their removal easy. Carefully ar- 
ranged nail holes permit mounting 
on any kind of support. 


| gene wong logs of heavy vitre- 
ous glass, made in exact imita- 
tion of a birch log have been brought 
out by the Majestic Electric Log 
Co., Chicago. The logs are placed 
on a steel box containing a light 
and a rotor which works auto- 
matically, the heat of the lamp caus- 
ing the rotor to revolve and produce 
a natural flame effect on the back 
lining of the mantel. All openings 
in the logs have been eliminated 
and the lighting effect is produced 
directly through the logs. The and- 
irons are polished brass with black 
indentations. 











HE Jiffy Wire Connector Co., 

Hackensack, N. J., has placed 
another connector on the market 
under the name of “SRK, Jr.’’ The 
unit is small and compact and has 
been designed for all small wiring 
joints and wherever a small con- 
nector must be used on fixtures. It 
has a capacity of from two No. 18 
to two No. 14 with one or two No 
18 solid or stranded, or the equiva- 
lent. 





uve; _ 
fae plate receptacle No. 

7700 is being marketed by the 
Arrow Electric Division of the Ar- 
row-Hart & Hegeman Electric Co., 


Hartford, Conn. The manufacturers 
state that it is no longer necessary to 
stock combination plates, as No. 7700 
may be used with any gang tumbler 
switch plate. One advantage is that 
it makes a stock of tumbler switch 
plates more flexible. 
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Waldo C. Bryant Dies After | 
Operation | 

Waldo Calvin Bryant, chairman of | 
the board of the Bryant Electric Co., 
Bridgeport, Conn., died in Colorado 
Springs, Colo., on July 5, following 





Waldo C. Bryant 


an operation. Mr. Bryant incorpo- 
rated the Bryant Electric Co. in 1889 
with a capital stock of $5,000. Since 
then the company has grown until 
it has one of the largest plants in 
Bridgeport. 

At his death Mr. Bryant was 
a director in the First Bridge- | 
port National Bank, first vice-presi- | 
dent and trustee of the Peoples’ | 
Savings Bank, a director in the 
Bridgeport Hydraulic Co., and the 
3ead Chain Manufacturing Co. He 
leaves his widow and two children, 
Waldo Gerald Bryant, president of 
the Bead Chain Manufacturing Co., 
and Miss Doris Bryant. 

i 
Great Western in New 
Location 

The New York office of the Great 
Western Fuse Co., Inc., New York, | 
has been moved to the Chrysler | 


Bldg., in the same city. 
xs @ 








Trumbull Presents Booklet 
on Progress 

“Thirty-One Years of Progress,” 
a short story, in booklet form, of the 
Trumbull Electric Mfg. Co., Plain- 
ville, Conn., has recently been re- 
leased by this company in connection | 
with its building program which was | 
begun last fall. Especially interest- 
ing is the story of the “three young 
men” who founded the business. | 
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SKY HIGH QUALITY 


MURRAY 


SWITCH Ee 








NATIONAL CITY CO. BUILDING 
WALL ST. NEW YORK CITY 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 


NEW YORK 
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New Electrical Products, Illustrated 





HE Horolectric time switch, 

hand wound, and with an eight 
day movement is inter-changeable 
with the automatic electric time mo- 
tor illustrated, also manufactured by 
the Horolectric Corp., New York. 
Both operate on 110-125 volts, A. C. 
or D.C., 60 amperes. The time motor 
is completely enclosed in a dust- 
proof case and is sealed to prevent 
tampering. There is a safety release 
that absolutely prevents over-wind- 
ing, and the winding key is perma- 
nently attached. The starting lever 
and timing regulator are very acces- 
sible and easy to operate and the 
finely engraved bakelite dial is said 
to be accurate and clearly visible. 
There is a super-powered main 
spring with ample reserve power 
and non-magnetic balance and bal- 
ance. spring. 


UTLER-Hammer, Inc., Mil- 
waukee, Wis., announces the 
development of a new A.C. across- 
the-line, automatic starter combined 
with a fusible disconnect switch in 
a single steel enclosing case. This 
new starter may be used in place 
of the separate starter and fusible 
disconnect switch thereby requiring 
less space, simplifying installation, 
and presenting a neater appear- 
ance. A feature is a wiring chan- 
nel between the starter panel and 
the back of the inclosing case 
which allows running the con- 
HE Eagle Electric Mfg. Co, necting wires behind the panel 
Inc., Brooklyn, N. Y., announces where they cannot interfere with 
the development of a new flasher the operation of the starter. Am- 
plug which will operate up to 600 ple room is provided to bring 
watts, either A. C. or D. C., flashing all of the connecting wires in at 
from 10 to 14 times per minute and either the top or the bottom of the 
remaining “on” longer than “off.” case according to installation re- 
The slow flashing feature is said to quirements. All parts are mounted 
make it especially suited for electric on a back plate which is easily re- 
flashing signs and due to its carry- moved for pulling and placing of 
ing 600 watts, it is enabled to flash line and motor wiring. 
practically a whole sign. 














\Y-KAY,” an outlet box which 

has as one of its features the 
clamps on the outside instead of 
the inside, thereby making wiring ‘ 
simpler, easier and faster, has been w & " NEW “Saftofuse” type of meter 
announced by the All-Steel-Equip- >t : entrance switch, 60 ampere ca- 
ment Co., Aurora, Ill. The box | eo .. pacity, has just been announced by 
accommodates four leads of flexi- : the Bull Dog Electric Products Co., 
ble metallic cable and the “Jay- | a nae Detroit. The switch is of the ap- 
Kav’ clamps eliminate the use of et ie proved meter test type, designed for 
connectors. The cables, when fitted Pea surface mounting, but being exter- 
into place, are securely fastened by nally operated from the front. It 
turning a single screw on each ~~ Tig ii may also be mounted flush. Greater 
clamp. Clamps are fitted with peep- . : safety is also said to be a feature, as 
holes through which to locate the the fuses are “dead” when accessi- 
\.B.C. bushing. Special shoulders ble. This product is listed as cata- 
on the clamp completely close the log No. 241322. 
bushed holes when not in use. Each 
box is fitted with five and one-half 
inch conduit in the sides opposite 
the “Jay-Kay” knockouts in the 
bottom, and two clamps. 
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The American Bosch Magneto Corp., 
Springfield, Mass., announces the ap- 
pointment of R. M. Peters as Bosch 
radio sales manager at Chicago to suc- 
ceed Herbert Shoemaker, who resigned. 
Mr. Peters has been connected with this 
company for several years as assistant to 
Mr. Shoemaker and is we]l known 
throughout the trade. 





Edison Lamp Works to Hold 
Conference 

The Edison Lamp Works of the 
General Electric Co., Nela_ Park, 
Cleveland, O., will hold a lamp mer- 
chandising conference for its whole- 
sale distributing agents on August 6, 
7 and 8 at Nela Park. The three 
day meeting will embrace such sub- 
jects as: new lighting developments ; 








new methods of distribution; new | 
ways of building business ; new sales | 
policies; new retail outlets, and the | 


effective use of promotional plans and | 


material. It will feature talks by not 


only the merchandising specialists of | 


the Edison Lamp Works, but by suc- 
cessful jobber merchandising authori- 
ties, as well as by several outstand- 
ing merchandising authorities in vari- 
ous lines of business. ; 


* * * 


Maurice S. Despres is Audiola | 


Representative 


Announcement is made by the | 
Audiola Radio Co., Chicago, that the | 


sale of Audiola radio in metropoli- 
tan New York and northern New 
Jersey will be handled by Maurice 


S. Despres, 122 Greenwich St., New | 


York. 
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Night Lighting for 
Sports and Resorts 


The new Quad No. 55 Support Combina- 
tion with No. 1165 V 200 W Reflector, 
Porcelain Enameled, is the latest develop- 
ment in the alert, up-to-the-minute “Quad” Line. 







4 


Because of the efficient illumination which it gives over 

a wide area, ease of installation and economy of main- 

tenance in outdoor lighting this Quad Combination has 

sprung into instant favor for use on Barbecue Stands, 

Outdoor Parking Spaces, Miniature Golf Courses, Bath- gg ap ar 

ing Beaches, Tennis Courts, etc. circular of this 
new item or a 


sample to show 
your alert custom- 


Quadrangle Manufacturing Co. ahi: sont: 


26 S. Peoria Street Chicago, Illinois business. 


When your customer says “Hurry” wire Quadrangle 



























This 4 Watt 
NEON GLOW LAMP 


has no filament to burn out or break! 


For pilot lights, annun- 
ciator systems, night 
lights and such uses, 
the Neon Glow Lamp 
is your best bet. It has 
no filament to burn out, 
which ensures a useful 
life of over 3,000 hours 


and makes it immune 





to breakage by vibration. It consumes next to 
nothing in current— ‘4 watt at 110 volts A. C. Its 
light is distinctive in color. Fits standard socket 
and runs direct on 110 A. C. or 220 A. C. or D.C. 
lines. For details and prices write General Electric 
Vapor Lamp Co., 891 Adams St., Hoboken, N. J. 


Join us in the General Electric Hour, broadcast every Saturday 


evening at 9 o'clock E. S. T. on a nation-wide N. B. C. network. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


(Formerly Cooper Hewitt Electric Company) 
434 © G. E. V. L. Co., 1930 
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MODERNISTIC 


Ptd. and Pat. Applied For No. 1600 


of Hangers and 
Hanger Equipment 


Most profitable for jobbers 
and their salesmen, because 
the products of “hanger spe- 
cialists” all fulfill the modern- 
istic trend With the 
AMCO “Sovereign” and 
“Aristocrat Lines” you have 
the fastest selling equipment 
on the market today. Write 
for catalog and price sheets. 


‘*Hanger Specialists” 


THE ART METAL CO. 
1800 E. 38th Street 


CLEVELAND “te OHIO 











| Marshall, Inc., Chicago. 


| gineer, 
| business of the Leithold and Loose 








k 
! 


Polo has invaded the radio field! 


And the Silver-Marshall team, not content 
| with winning the class D Championship of their Chicago club, brought their 
| horses, boots and side-arms to Atlantic City for the trade show. 
| made up of McMurdo Silver, president; Burton Browne, director sales promotion; 


The team is 


William Halligan and Lawrence Chambers, Chicago representatives, the Silver- 





A. A. Leithold Purchases 
Business 

A. A. Leithold, an electrical en- 

has purchased the entire 


Co., Glendora, Calif. The new firm 


| will continue at 151 North Michigan, 
| under the name of the A. A. Leithold 
| Electric Co. 


* * 


Ivanhoe Division Moves 
Quarters 
The general offices of the Ivanhoe 
division of the Miller Co., have been 
moved from Cleveland, O., to Meri- 


den, Conn, 
Ok Ok Ok 


Steel and Tubes Announces 


Personnel 
Co-incident with the removal of its 


| general sales department of the Elec- 
| trical division from Brooklyn, to its 
| general offices at Cleveland, O., Steel 


and Tubes, Inc., announced its per- 


| sonnel as follows: Morgan P. Ellis, 
| general manager, electrical division; 
| Murray J. Whitfield, general sales 
| manager, electrical division; L. E. 
| Fuller, western district sales man- 


ager, Chicago, and James S. Mahan, 
field engineer, Chicago. The local 
representatives are: J. R. Wilkins, 
Boston; A. M. Horne, Boston; J. J. 
Coughlin, Jr., Brooklyn; Frank J. 
Banfield, Buffalo; C. F. Resseguie, 


Playing together as a team for only eight months 
| they have won nine out of 12 contests and have gained considerable recognition 
| as the only polo team in the world made up of executives of one commercial 

organization. 





Philadelphia; T. D. Mitchell, Balti- 
more; I. H. Owen, Atlanta, Ga.; 
S. Wynne Snoots, Atlanta, Ga.; E. J. 
McDonagh, Pittsburgh; A. C. Win- 
ston, Cincinnati; N. B. Walsh, 
Cleveland; H. W. Kefgen, Detroit; 
L. C. Rogers, Indianapolis, Ind.; 
J. F. Cook, St. Louis; Kenneth M. 
Anderson, Los Angeles; W. H. 
Oswald, Kansas City, Mo.; Henry 
H. Walker, Seattle, Wash.; James 
E. Whitfield, Chicago; and George 
Butler, Des Moines, la. Special 
representatives of the company are: 
F. J. Walker, H. H. Benfield, J. D. 
Benfield, and Frank Murphy. 
oi 
T. F. LeJeune Gives Up 
Business Activities 
T. F. LeJeune, for 12 years secre- 
tary and treasurer of the Autovent 
Fan and Blower Co., Chicago, has 
given up his business activities after 
a long period of illness. Mr. Le- 
Jeune has planned to leave the city 
on a trip in order to regain his health. 
Prior to his connection with this 
concern, Mr. LeJeune was associated 
with the Electric Appliance Co., Chi- 
cago, for 19 years. 
* * x 
Hammond Brings Out 
Counter Display 
A new counter display recently de- 
veloped by the Hammond Clock Co., 
Chicago, allows any one of three 
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models, the “Ravenswood,” the 
“Ravenswood” alarm, and the “Ar- 
lington” to be displayed. The back- 
ground is designed so as to set off 
either the tambour or gothic shape 
to best advantage. The display is 
furnished in pale green, orchid and 
black with modernistic design. <A 
second display card, triangular in 
shape, in the same colors and design, 
is packed with the counter display. 
This is a wallcard and holds one of 
the Hammond kitchen clocks. 

£12 
Geier Company Celebrates 
Birthday 

The P. A. Geier Co., Cleveland, 
manufacturers of “Royal” electric 
cleaners and other motor driven ap- 
pliances, recently celebrated its 25th 
anniversary. Starting in 1905, as a 
contract machine shop doing preci- 
sion work, the company turned to 
electrical products in 1908 when it 
began the manufacture of the 
“Royal” vibrator. Its first vacuum 
cleaner was made in 1911, and one 
of this original model is said to be 
still in use by the woman who pur- 
chased it. 

Under the guidance of P. A. Geier, 
founder of the business and present 
chairman of the board, and F. J. Got- 











Announcing— 








SHERMAN Tinned Splicing Sleeves 
for Stranded Conductors 


Naturally Sherman is offering tinned splicing sleeves 
made exactly to the carefully prepared specifications recom- 
mended by the N. E. L. A. Committee. 

Highest quality pure copper, formed with new precision 
tools on machines exactly suited to the work—producing 
splicing sleeves superior in finish and workmanship and 
free from burrs. 

1. Ample tensile strength. Wire will break before loosening. 

2. Tested against over-heating. ' 

3. For either round or sector shape cable. Dead soft anneal permits 
tight mechanical clamping before soldering. ; 

4, All surfaces smoothly tinned with solder alloy recommended as easiest 
and quickest for soldering. All outside edges rounded. 

All sizes shipped from stock. Samples on request. Large 
size samples on consignment. 


Sold thru Jobbers 


Made to the : 
Specifications H. B. Sherman Manufacturing 
Recommended : 
by theN.E.L.A. (Company—Battle Creek, Mich. 
Committee 








tron, president, the capital of the | 
company has grown during 25 years | 
of development from $10,000 to | 


$1,500,000 and it is reported never 
to have passed a dividend. The com- 
pany has been particularly active in 











The electrical industry was well repre- 
sented in Florida this year. The three 
“big shots” being baked by the Florida 
sun are, from left to right: W. B. Blei- 
man, sales manager, Rodale Mfg. Co., 
New York; G. Dorman, president, Peo- 
ples Lighting Fixture Co., Baltimore, 


and S. Lessans, president, Atlantic Elec- | 


tric Supply Co., Inc., Baltimore. 




















Stock 
Motors 


= 200 types and 
sizes for immediate 
shipment. Do your 
dealers know your 
house can supply the 
famous Emerson 
motors out of stock? 


| DAY ELA DAY 














THE EMERSON ELECTRIC 
MFG. CO. 
2018 Washington Ave., 
St. Louis 








MOTORS 







oe = DC - 





806 W. Washington Bivd., 
Chicago 
155 Sixth Avenue, 
New York City 
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POLYPHASE - 


REPULSION 
START INDUCTION 
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“It has a grip like its namesake” 








Bull Dog 


REGISTERED 


Split Knobs 
"Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 





| uum cleaners and according to Mr. 


Geier fully 90% of all the cleaners | 
United States are li- | 


made in the 
| censed under one 
company’s patents. 


or more of the 


2k * * 


Promotion for B. M. Tassie 
B. M. Tassie, who has been Pacific 


| Coast manager of Manning Bowman | 
& Co., with headquarters in San | 
Francisco, for a number of years, has | 
| been appointed assistant to the presi- | 
dent and manager of the company’s | 


factory 
change 


at- Meriden, Conn. The 


becomes 


districts, who has been Mr 


years. 
* 
H. W. Petty to Manage 
District Sales for 
Wagener 


* 


The Wagner Electric Corp., St. | 
Louis, has appointed H. W. Petty, | 
| branch sales manager of the Pitts- | 
has | , 
served as salesman in the Detroit ter- | 


burgh territory. Mr. Petty 


ritory since April, 1925. 


in Boston 
) eee Cae 


| the engineering development of vac- | 


effective June 1. | 
George Watson, district salesman for | 
San Francisco and the intermountain | 
Tassie’s 
assistant on the Pacific Coast, will | 
| succeed him as manager. Mr. Wat- | 
| son has been associated with the com- 
pany in this district for the past six | 





“* “GUARD CAN BE 
ACvoveo 


SIDE PARTS 
or socnar 





Pm OESTAUCTIBLE &SHOCMLESS SOC KE 


, at Sinem anual 


A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Sho 
Lights. They are oil, gasoline an 
"leew a aga and have absolutely un- 

reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
ee a right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 

















_E. R. Fallon Represents Triad | 


Fallon has been appointed | 


3oston representative for the Triad | 


Manufacturing Co., Inc., Pawtucket, 
R. I. Formerly, Mr. Fallon was in 
charge of Triad activities in western 
New York. 


It was a bit murky in old Minneapolis | 


when this one was taken. On the left 
is H. O. Bourkard, manager of the Cur- 
tistrip division of the Curtis Lighting 
Co. With him is Harry S. Davis of the 
same company who has his headquarters 
in Minneapolis. 

depart for Duluth. 


They were about to | 


YAGER’S 


Soldering Salts 








1873 1930 


Safe, quick and eco- 
nomical, Yager’s Sol- 
dering Salts and Paste 
are unusually popular 
with electrical contrac- 
tors. Packed in 14 Ib., 
1 Ib., and 5 Ib., round 
blue and white en- 
ameled cans — they 
make an attractive item 
for over - the - counter 
sales. Write for sam- 
ples and price list to- 
day. 


ALEX R. BENSON CO., INC. 
HUDSON, N. Y. 
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Edison Appliance Appoints 
Specialists 

Edison General Electric Appliance 
Co., Inc., announces the appointment 
of J. T. Miller and Gordon Scott as 
appliance specialists. J. T. Miller 
was formerly the “Hotpoint” service 
station manager of the Denver office 
and Gordon Scott was his assistant. 

Thomas Maycock, formerly of the 
Salt Lake service station, has been 
transferred to the Denver office. 


* * * 
Beaver Appoints Sales 
Representatives 
The Beaver Manufacturing Co., 
Newark, N. J., has just appointed 
Southern Distributors as its sales 
representatives for the state of 


Maryland and Washington, D. C. 
Southern Distributors is the name 
taken by the former Monumental 


Radio Supply Co. since its business | 
now consists of electrical wiring de- | 


vices as well as radio merchandise. 
k Oe Ox 


William G. Roller 
Represents Manufacturers 
William G. Roller, head of the 

company bearing his name in New 
York, is now running a manufactur- 
agent business covering all of 
the metropolitan territory. 
pany also has a Philadelphia office 


ers’ 


The com- | 


to take care of Pennsylvania east of | 


Pittsburgh and down as far as Bal- 
timore. Prior to the formation of 
his own company, Mr. Roller had 
been associated with the Biddle Pur- 
chasing Co., having charge of the 
electrical department and also serv- 
ing on the board of directors. 
“2 

J.D. Lindsay to Manage Sales 

For Johnsonburg Radio 

The Johnsonburg Radio Corpora- 
tion, Johnsonburg, Pa., announces 
the appointment of J. D. Lindsay as 
sales manager to succeed Burton E. 
Ebert. 
Jesse E. Lauderdale is Curtis 

District Manager 

Jesse E. Lauderdale, formerly 
sales manager for Curtis Lighting, 
Inc., Chicago, who has been in Los 
Angeles supervising the work of the 


company in that district, is to remain | 


in Los Angeles as district manager 
for Curtis Lighting, Inc., in the 
southern California and Arizona 


territory. 











You are fully 
protected by a 
strict jobber 
policy. Concen- 
trate your 1930 
sales efforts on 
Hemingray Glass 
Insulators. e 
Steady and profit- 
able year ‘round 
repeat business 
for you. 


H 














EMINGRAY 
GLASS 





THEY STAND 





MAN IN THE INDUSTRY. 


SRI Se CAR ft BOGAN ct AGE 0 ST, 





















THE TEST! 


EMINGRAY Glass Insu- 
lators combine high 

quality and a record of long 
and satisfactory service. 

No wonder they continue to 
be “best sellers” for jobbers 
and their salesmen. Hem- 
ingray Glass Insulators are 
recognized as standard equip- 
ment by your contractors. 


order 


HEMINGRAY GLASS COMPANY 
MUNCIE INDIANA 


INSULATORS 


















Get your share of this UNLIM- 
ITED Ideal Connector VOLUME 
business. 


Ideal Universal Wire Connectors 
have been selling by the millions to 
building and industrial fields. 

NOW the Ideal Display Carton sells 
IDEALS on sight—not only to con- 
tractors—but to radio, electrical 
repair, building maintenance men; 
to radio and electrical appliance 
owners: to home owners; to EVERY- 
ONE who joins wires together. 

Sell these cartons to your Dealer. 
Put them in your own windows and 
on your counters. Enjoy the big 
profits and volume sales of this 


business, 








ae ded 


tion 





Copper coated tapered spring 
bites right. No snapping off of 


Ideal Commutator Dresser Co., 
1047 Park Ave., Sycamore, III. 


Please send me prices 
Cartons. 


“To Everyone Who 
Joins Wires Together” 





Tapered Spring Insert 


and discounts, 




















“25 IDEAL 25): Re 


WIRE E COMMS. —* S 








IDEAL—The Leading Wire 
Connector 
FULLY PROTECTED BY ORI- 
GINAL BASIC PATENT NO, 
1,700,985. 
FULLY APPROVED BY UNDER- 


WRITERS AND FACTORY 
MUTUAL LABORATORIES 
insert RECOMMENDED IN N. E C. 
wires. 





8-30 












etc., on Ideal Wire Connector Display 
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No. 392 


PORTABLE Plugging Boxes—for 
quickly connecting to a single out- 
let several temporary circuits for lights, 
motors and other electrical devices; ca- 
pacity 50-amperes per circuit. One of 
Kliegl specialties Jobbers find profitable 
—other items include: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universan Evectric STAGE LIGHTING CO., Inc. 
32! West 5Oth Street 
NEW YORK,N.Y. 


Write for a copy of 
our Electrical Trade 
Catalog 


a 


| 


| 


Personnel of Westinghouse 


Refrigeration Division 
The design, manufacture, market- 


| ing and servicing of the new West- 
| inghouse refrigerator, recently placed 


on the market by the Westinghouse | 
| Electric 


and Manufacturing Co., 


East Pittsburgh, are under the direc- 
| tion of six men. 


| pointed general manager, 





























[KNOX] 


ANTENNG@ 
ACCESSORIES 


THOUSANDS of ra- 
dio receiving set own- 
ers have used KNOX 








Antenna Insulators 
and Lightning Ar- 
resters. The volume 
on these accessories 
has surpassed our ex- 
pectations. The de- 
mand this season will 
be heavier than ever 
before because more 
and more owners of 
receiving sets are de- 
manding outside aeri- 
als. Let us supply 
your requirements 


Large Stocks 
Prompt Shipments 


Sold Through Jobbers 
Everywhere 


WRITE FOR CATALOG 


KNOX PORCELAIN 
CORPORATION 
KNOXVILLE -TENNESSEE 
































Carl D. who has been ap- 


was for- 


Taylor, 


C. R. Taylor 


merly manager of the industrial sec- 
tion of the company’s central sales 
district. M. C. Terry, manager of 


the engineering department is pri- | 
the present | 


marily responsible for 
design of the refrigerator, having di- 
rected the development work during 
the past 12 years. Previous to this 
he was assistant chief 
gineer of the South Philadelphia 
Steam Apparatus Works. J. F. 
©’Donnell, formerly syndicate repre- 
sentative in the domestic appliance 
department of the New York office 
has been transferred to the position 
sales supervisor. 
The other three appointments are: 
Ralph Gates, manager sales promo- 
tion department, formerly editor of 
the Westinghouse Magazine; John 
\V. Haley as special representative in 
charge of warehousing, and L. K. 
Baxter as manager of the service and 
installation department. 
. * @ 
W. H. Sickinger 
Put in Charge of Sales 

W. H. Sickinger has recently been | 
put in charge of sales at the Ruten- | 
ber Electric Co., Marion, Ind. Over 
three years of his ten years in the | 
e'ectrical business have been passed 
with the Rutenber Electric Co., par- 
ticularly in the firm’s Chicago office. 


of 





research en- | 








Trade Mark 


A-1 & JR WIRE 


CONNECTORS 
MAKE BETTER 
JOINTS 


Patent Nos. 1635293-1736379 

That’s the reason they 
seli so easily. Yes, con- 
tractors know they can 
make perfect joints — 
every time with an 
S R K connector. And 
the joints are safe, 
strong and dependable. 


Write us for details. 
Size A-1 for all com- 
monly encountered 
joints. JR for 1 or 2 

o. 14 Solid with 1 
or 2 No. 18 Solid or 
Stranded or Equiv- 
alent. 

Listed by Under- 
writers Laboratories. 


JIFFY WIRE CONNECTOR COMPANY 


HACKENSACK, N. J. 


General Sales Offices 
G. Denn Montgomery, Jr. 
458 Broadway, New York City 
Phones Canal 7533-Canal 6186. 











TODAY! 
IT’S SUPERIOR 
PORCELAIN 


Nail Assembled 
Knobs 


Tubes 
Cleats 


Special 


Porcelain 


Unusual profits are made 
by Jobbers and their 
salesmen who sell this 
year-’round line. Every 
SUPERIOR product is 
made of highest quality 
material and the best of 
workmanship is built 
into this complete line 
of electrical porcelain. 
Write us at once for 
prices. 


SUPERIOR 
PORCELAIN CO. 


‘PARKERSBURG, W. VA. 
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Can 
30,000 
“‘WBB’s”’ 


be wrong? 


Wiremold is putting 
into the hands of over 
30,000 alert electrical 
contractors — through 
each issue of The Wire- 
mold Business Builder 
—a plan to show 
his storekeeper prospects 
that “Sales follow the 
light— as moths the 


flame!” 









Every 
jobbers 
salesman 
should 
get and 
use his 
free 
















“WBB” HEADQUARTERS 
HARTFORD, CONNECTICUT 
















Made to last— 
made to stand 
the gaff of the 


roughest hand- 






ling—a product 
of the highest 
quality mater- 


ials and skilled 


workmanship. 
















“CENTRAL BLACK” 





stam elfte @raerintae 
Pove Mrerey oe it) | eamne ©! oa 
rRAL WHITE”’—the 





zine coated electro 





galvanized conduit. 


“WHITENRED’’—the 






acid proof and rust 





resisting conduit. 
Manufactured by 
CENTRAL TUBE CO 


Pittsburgh 


g 


| 
| 
| 


Latest Trade Literature 

Silvray Lighting Inc., New York | 
—‘Illumination” is the title of a 
booklet recently issued by this con- 


| cern explaining the principle of Silv- 


ray lighting. A price sheet is also 
included with the booklet. 


American Blower Corp., Detroit— 


| This company has developed a bul- 


letin on “The Venturafin Method of 
Heating” which is now available to 
the trade. Photographs and charts 


| of the various heating units are used 


to illustrate the text. 


The Marvel-Lite Art Products Co., 
Chicago—-Catalog No. 9 is being dis- 
tributed by this concern. The cata- 
log contains descriptions and illustra- 
tions of the latest developments in 
the Marvel-Lite line. 


Wiremold Co., Hartford, Conn.— 
Wiremold catalog No. 12 is now 
available to electrical jobbers. Be- 
sides detailed descriptive material on 


| the Wiremold line, the catalog also 
| explains how the best use may be 


made of each unit. 


Greenlee Tool Co., Rockford, Ill.— 


| This manufacturer has just com- 
pleted a booklet containing informa- | 


tion on key items in the Greenlee 
line. This booklet is devoted to spe- 
cialized tools for the electrical trade 
for working in metal. 


Standard Electric Stove Co., To- 
ledo, O.—This company has just 
issued a new sales and service manual 
for dealers, jobbers and dealers’ 
salesmen. 


3enjamin Electric Mfg. Co., Des 


| Plaines, Il]l—A folder, fully describ- 


ing the nation-wide photograph serv- 
ice for lighting installation pictures 


| has been released by this manufac- 
| turer. Complete instructions on how 


”? 


to order the “before” and “after 
pictures. A list of authorized photog- 


| raphers is also included. 


| folder describing the 


Electrovent Corp., Detroit—A 
Electrovent 
ventilator and giving installation in- 
structions has recently been released 


| by this manufacturer. 


Crouse-Hinds Co., Syracuse—-This 
manufacturer has issued bulletin No. 
2215 on “Arktite’” extension cable 
connectors. 
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|FLEXCO-LOK| 








Lamp Guards 
Inside 
Reflectors 





Protect the hand from chance contact 
with hot reflector shells. Made also in 
Portable styles with split handles. Valuable 
additions to a great line of lamp guards. 


Flexible Steel Lacing Company 
4698 Lexington St. 


Chicago, U.S.A. 

















|FLEXCO) 


























oy enense 


e 


re 
ES 


‘xs 


’ 


Dosen ieeetenett ieenmeetl teenie 


¢ 


. 


[pasatiiosindetngaaiinneatoaaeigen cet TI 





~ ELIMINATE 
SOLDERING 
WASTE 


Separate fluxes waste 50% 
of your soldering time, la- 
bor and materials. Elim- 
inate them by using Kester 
Flux-Core Solders. It will 
cut your costs in half, at 
the same time doubling 
your efficiency and output. 
Kester Flux-Core Solders in- 
clude a full line of electrical 
solders—Kester Acid-Core for 
general utility work, Rosin- 
Core for delicate wiring, Paste- 
Core for electricians accus- 
tomed to ordinary solder and 
soldering paste. Insist on Kes- 


ter Solder. 
FROM ALL JOBBERS 









KESTER SOLDER COMPANY 


4251 Wrightwood Ave., Chicago 


Incorporated 1899 
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A Fast Seller 


for you! 


Two attachments—a twin 
beater and a mixer—New and 
more practical than ever with 
style, color and dash! 


. MIXES DRINKS 


] 
2. BEATS EGGS AND 
MAYONNAISE 


3. WHIPS CREAM 
4. MIXES LIGHT BATTER 


Simply turn on the switch— 
the ESKIMO TWIN MIXER 
does the rest. . . . Finished 
in lettuce green and white 
enamel with nickeled trim- 
mings. Complete with adjust- 
able stand, seven feet of cord, 
toggle switch and_ two-piece 
plug. Graded glass mixing 
bowl holds one quart, has 
aluminum cup for mixing 
drinks. Two attachments— 
twin beater and mixer. 
Shipped in standard pack- 
ages, 6 mixers each. List, 
$11.75. West of Rockies, 
$12.75. Order today. 


UNITED 


ELECTRICAL MFG.CO. 


@ ADRIAN 


ZB men s | 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


IN WASHINGTON— 


as the country over 


HE recognition accorded Youngs- 

town-Buckeye Conduit is by no 
means confined to just a few localities, 
but extends from coast to coast. Leading 
architects, engineers, builders and elec- 
trical contractors the country over recog- 
nize that this rigid steel conduit affords 
the utmost protection to the electrical 
wiring of any building. 
In our national capital, as throughout the entire 
country, you will find Youngstown-Buckeye Con- 
duit specified and installed both in its modern 
commercial structures and its beautiful govern- 
ment buildings. From coast to coast it is the most 


widely used of all rigid steel conduit. It is easy to 
sell—and builds up a permanent repeat business. 


THE 
YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper-steel, under 
the well-known and established trade name ‘‘Copperoid’’ 


General Ofices —-YOUNGSTOWN, OHIO 


DISTRICT SALES nde her-ceape 


ATLANTA—Healey Bldg. MEMPHIS—P. O. Box 4 
BOSTON—80 Federal St. a ea bons a “Bldg. 
BUFFALO— NEW ORLEANS— 

Liberty Bank Bldg. Mibeoe Bidg. 
CHICAGO—Conway Bldg. NEW YORK—30 Church St. 
CINCINNATI— PHILADEE PHIA— 

Union Trust Bldg. Franklin Trust Bldg. 
CLEVELAND— PITTSBURGH De 5 amma Bldg. 

Terminal Tower Bldg. SAN FRANCISCO— 

DALLAS— Magnolia Bl 55 New Montgomery St. 
DENVER— TTLE— Central Bldg. 

Continental Oil Bldg. ST. LOUIS— 

DETROIT—Fisher Bldg. 525 Louderman Building 
KANSAS CITY, MO.— YOUNGSTOWN— 

Commerce Bldg. Stambaugh Bldg. 
LONDON REPRESENTATIVE — The Youngstown Steel 
Products Co., Dashwood House, Old Broad St 
London, E. C. England 














SANITARY GROCERY BUILDING, Washington, D. C. 


Architects and Engineers—THE BALLINGER CO. General Contractors—GEORGE E. WYNE 
Electrical Contractors—H. P. FOLEY CO. 


vou 


GALVANIZED SHEETS PROTECT 












STOWS 


SEARS ROEBUCK & CO. 
Washington, D. C. 
Architectts—-NIMMONS, CARR & + pamela 

Engineer-MARTIN SCHWA 
General Contractors—IRWIN & I IGHTON 
Electrical Contracters—H. P 


P. FOLEY Co. 
























CASUALTY HOSPITAL 
Washington, D. C. 
Architects and Engin 


WARDMAN CONSTRUCTION co. 
Electrical Contractors—H. P. FOLEY CO. 





Youngstown-Buckeye Conduit for 
these buildings furnished through 
Westinghouse Electric Supply Co., 
Washington, D. C. 





SAVE WITH STEEL 
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QUALITY s PARAMOUNT! 


Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 





MOST PROFITS WHEN 
YOUR CONTRACT 


TT“HE ANTI-SHORT Bushing correctly in- 
stalled entirely overcomes the wireman’s 
trouble of having sharp ends of steel cut 
through the braid, injuring installation of the con- 
ductor .... COLLYER ARMORED CABLE positively 
insures the armored cable job and vanquishes all sales 
resistance for jobbers and their salesmen... . “ANTI. 
SHORTS” placed between steel and conductor result in a fool- 
proof job—absolutely free from grounds and shorts. Show your 
customers how the Kraft Armor unwinds below the steel, thus pro- 
viding ample space for the ANTI-SHORT bushing .... COLLYER 
ABC Cable has a low first cost for the building owner and a low 
installation cost, enabling the contractor to speed the work, save 
time and make money. It is flexible and bends around corners A nti- 
easily. Unsurpassed for rewiring jobs and providing new outlets = 
—a big market now that means profitable installations for your S| t 
customers and volume sales for you jobbers and salesmen. Let 10r 
us give you the complete sales story that will help you sell. Write B hi 
us today. We maintain a strict jobber policy and back you up us ing 
100 per cent. 


COLLYER INSULATED WIRE CO. 


PAWTUCKET RHODE T/LAND 


OR aaa aie ae it a 





easiest thing 
in the world to sell 


The Velvetskin Patter is the brand new beauty 

requisite that is ‘selling itself’ wherever it appears. 

It is a marvelous electrical device that performs the 

same service to the skin as patting with the fingers— 
only it does it faster and better. 


Beauty is the easiest thing in the world to sell. Women for 

fifteen years have realized the value of patting the facial 

skin, and now the Velvetskin Patter makes a new pleasure 
of an old task. 


The Velvetskin Patter has already proved a great money- 
maker for dealers. With the aid of attractive counter displays 
and beauty literature which are furnished free, they are reap- 
ing profits beyond belief. 


The Velvetskin Patter is a real opportunity to increase your 
own income. It is a sure-fire proposition for the jobber's 
salesman. The demand has been, and is being further created SELL 
by national advertising .. . the unit of sale ($5.00) appeals the 
strongly to the dealer, and his profit is big. All you have to do VELVETSKIN 
is demonstrate it. It sells itself. And the word-of-mouth adver- PATTER 
tising the dealer will get from his demonstrations will mean 
steady repeat orders for you. 


The Veivetskin Patter is available in the three most popular Summer Sales 
boudoir colors—Jade Green, Primrose and Orchid —with Contest 
electrical cord to match. The handle is of a new, highly 
insulated, non-combustible material. $25 


in the 


Add the Velvetskin Patter to your line today. The ease with PRIZE AWARD 
which it sells itself will astound you. Write for details. 


» CONNECTICUT etitcmc CORPORATION 


(Division of Commercial Instrument Corporation ) S) 
78 BRITANNIA STREET MERIDEN, CONNECTICUT 














